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YOUR experienced eye 
will readily see the 
time saving and _ profit 
making values of Kwik- 
Lok construction. Tell us 
you want to examine a 
piece of Kwik-Lok pipe. 


WIK-LOK is mechan- 

ically perfect pipe—a 
true saver of time and its 
supreme quality has set a 
new standard. 
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Making . 


Friends of Your Customers 


The man who sells Heating Systems knows that Home Owners some- 
times seem to expect the impossible from their heating plants. Under 
such circumstances it is easy to lose the friendship of a customer. 


It is easy to make lasting friends of every customer when you sell— 
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Because of these several exclusive and distinctive features, the FarQuar actually accomplishes 
the seemingly impossible; — 






—a steel fire-box, electrically welded into one piece, completely prevents escape of gas 
and fire poisons. 
—fire-box is specially shaped to avoid irregular faces, eliminate top surface, and min- 
imize friction. 
—the automatic control—a positive heat regulator and fuel saver—actuated by 
the fire-box itself. 
—a large air chamber which conforms to shape of fire-box and provides the 
necessary capacity for handling a large amount of air. 
—a construction which provides for an ample quantity of gently warmed fresh 
air instead of heating and reheating partially devitalized air. 
—the FarQuar Vent and Return System carries off the air contaminated by oc- 
cupancy and maintains a uniform temperature in all rooms, thereby prevent- 
ing hot and cold spots. 
—heatevenly distributed between floors and ceilings;—no drafts along floors. 


All this is accomplished with a surprising economy of fuel due to the Scientific Principles 
of FarQuar Design and Construction, 


High Grade Representatives Wanted 


Cash in on FarQuar supremacy. High grade, responsible Dealers are wanted as exclusive FarQuar 
distributors. Unusual opportunities open to those who can qualify. Write today for particu- 
lars; ask for FREE BOOKLET. 


To Contractors and Builders 
Home Builders and Home Owners are continually asking for information about 
the FarQuar. It will pay you to have the facts. Write for Free Booklet 
giving complete information. __ If interested in Distribution Propo- 
sition, ask for details. 
The Farquhar Furnace Co. 
211 FarQuar Building 
Wilmington, Ohio 


NIAGARA FURNACES 
Durable, Efficient 


and E.conomical 




















































Made of Clean high grade pig iron 





A profitable proposition 
for Dealers and users 










Made by 


The Forest City Foundry & Mfg. Co. 


1220 Main Avenue Cleveland, Ohio 






We are also makers of the Monarch Furnace 
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MANUFACTURERS PREPARE FOR BIG BUSINESS IN 


19Z3— 


Two years ago—even a year ago—the want 
columns of the newspapers, as well as of the 
trade journals, were filled with advertisements 
of men who sought positions. 

Salesmen were taken off the road, many oi 
them were discharged, to fill the ranks of the 
great army of unemploved white collar men. 

As liquidation went on and as stocks and 
fictitious values were liquidated, merchants 
began to order goods for replenishment of 
stock, but they bought in small quantities 
only. Advance orders were scarce. How- 
ever, mills began to open up even if operations 
were far from a 100 per cent capacity. 

Only a small number: of additional salesmen 
were employed, however. Manufacturers and 
wholesalers were cautious and had no desire to 
pay out money for salaries and traveling ex- 
penses, so long as they were not reasonably 
certain that the new salesmen could actually 
produce orders in sufficient quantity and size 
to justify the additional expense. 

Beginning with this fall, however, there has 
been an entirely different tone to the mental 
atmosphere around the offices of manufactur- 
ing concerns. 

The long faces have disappeared, and vis- 
itors who talked about advertising are no lon- 
ger frowned upon, but rather encouraged to 
propose ideas for selling and advertising. 

And now—if you look through the want ad 
pages of the daily newspapers and trade jour- 
nals you find the sections of “Situations 


WHAT ARE YOU DOING? 


Wanted” smaller in size, while those devoted 
o “Help Wanted” occupy many pages. 

It is not only salesmen that are wanted, but 
mechanics, superintendents, foremen, tech- 
nical workers, the high priced employes who 
are taken off the pay rolls when times are dull. 

All of this goes to show that manufacturers 
have recognized that conditions are once more 
favorable for large production and full activ- 
ity in their factories. 

In the want columns of American Artisan 
there are more offers of positions for mechan- 
ics by far than a year ago, and every issue con- 
tains one or more displayed advertisements 
for salesmen from manufacturers who are en- 
larging their sales organizations. 

Well and good—this may mean no more to 
some dealers than the mere circumstance that 
there will be more salesmen calling on them. 

But to the great majority—those merchants 
who are observing the signs of the times, all 
of this really means that 1923 is going to be a 
truly busy year, with greater sales and better 
profits for those who follow the examples of 
the manufacturers and are willing to go out 
and hustle for business. 

While the “wait-for-trade-to-come-in” type 
of retailer may share to a small degree in this 
greater prosperity, the truly great gain will 
come only as a result of real hard work—the 
sort of work that “creates” business by find- 
ing new customers for the things that are car- 
ried in stock. 
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Rendini Notes and Sketches. 


By Sidney Arnold 

















“They say that when you are un- 
der the influence of anaesthetics 
you are likely to tell things that you 
would rather have kept secret, and 
I am inclined to believe that,” says 
John Jensen, of the Whitney Metal 
Tool Company, “because of the fol- 
lowing incident which happened in 
one of the Rockford hospitals to a 
friend of mine who is married. 

“There were rumors in the neigh- 
borhood that the wife was a power 
in the family and sympathy became 
even more pronounced when the 
man, becoming afflicted with ap- 
pendicitis, was sent to a hospital for 
an operation. 

“The operation was performed 
and the patient slowly dragged him- 
self out of the ether. He put his 
hand feebly to his brow, opened lids 
that covered glazed eyes and shud- 
dered, as if the feelings of dizzi- 
ness that assailed him were familiar. 
Then his lips parted and he whis- 
pered: 

““Yes, dear, you’ve convinced 
me. I was wrong—you were right.” 
mK *~ * 

F. M. Farber, of the Marshall- 
town Manufacturing Company, was 
impressed with the humor of the 
following story and sent it to me 
to pass on to my friends: 

“You'll have to dive off that tall 
cliff and rescue the heroine,” pro- 
nounced the movie director. 

“What!” ejaculated the star. 
“Why, there’s not two feet of water 
below !”’ 

“Certainly not,” returned the di- 
rector comfortingly, “you can’t pos- 
sibly drown.” 

* * * 

“Life is just one kick after an- 
other,” said Harry Hussier the other 
day when he read the following let- 
ter: 

“Dear Fren,— 

“i got the valve witch i bot from 
you alrite but why you doan sen 
me no handel? what the use the 
valva when she doan have no hande! 


is my money not so good to you 
than the other feller. i wate ten days 
and my customer he holler for 
water like hell for the valve You 
know is hot somer and the wind 
she dont blow the wheel. You doan 
send me the handel pretty queek i 
send her back and i order some val- 
va from krane companies. 
“goodbi, your fren, 
Caridi Rocco.” 

Harry was just on the point of 
going out to give the shipping clerk 
a verbal lacing, when he noticed 
that the following postscript was on 
the second page: 

“Since i write these i fin the god- 
dam handel in the bex excuse me 
plees.” 


R. B. Montfort, Secretary and 
General Manager of the Farquhar 
Furnace Company, has an ear for 
good stories and sends me the fol- 
lowing, with the comment _ that 
many of us fail to take advice as it 
is offered : 

The prisoner’s term was up. As 
the warden summoned him to his 
office and handed him the usual rail- 
road fare, that official deemed it his 
duty to add a little advice on his 
own account. 

“Now, my man, you are free,” he 
began pompously. “I hope this will 
teach you a lesson in the future 
never to repeat your first mistake.” 

“You’re right, chief, it will,” the 
departing guest declared feelinglv. 
“After this I’m not going to try to 
economize. I’m going to get a good 
lawyer.” 

e 2.9 

“Principle is a fine thing,” said 
L. K. Wynn, President of the Black 
Silk Stove Polish Works, “but I 
do not believe in any one being so 
rigid that he leans back,” and here 
is an example of that sort: 

The examiners of a certain school 
always try to make the papers as 
up-to-date and interesting as pos- 
sible. 
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During a recent examination one 
of the questions read thus: “If one 
horse can run a mile in a minute 
and a half and another is able to do 
the same distance in two minutes, 
how far ahead would the first horse 
be if the two ran a race of two miles 
at these respective speeds? 

One pupil returned his paper with 
the query unanswered, except that 
he had written on the sheet: “I re- 
fuse to have anything to do with 
horse racing.” 

E. W. Norman, of Merchant & 
Evans Company and also President 
of the Indiana Auxiliary to the 
Sheet Metal Contractors’ Associa- 
tion, tells the following story about 
a young fellow who was deeply in 
love and also inclined to the penny 
squeezing habit: 

Clarence was bringing his sweetie 
home from the theater in a taxicab, 
and, as she seemed in a receptive 
mood, he decided he might just as 
well have it out then as any other 
time. 

“Say yes, darling,” he urged, 
after he had made his impassioned 
plea. But she was not to be won 
over too easily. 

“Give me time to think it over.” 
she said. 

“Heavens! Not in here!’ ex- 
claimed Clarence. “Consider the ex- 
pense, my dear girl!” 

x * * 

“Sometimes high sounding titles 
de not mean much,” says W. G. 
Wise, of the Wise Furnace Com- 
pany, “take for example the self- 
imposed title of Rastus, the colored 
employee of a certain college: 

“Mose,” announced Rastus, “Ah’s 
got a good job now.” 

“Yo got a good job? 
at?” 

“Ah’s got a job bein’ p’fessor of 
pathology to the college.” 

“Huccum, p’fessor of pathology. 
big boy? Yo’ kain’t read nor write.” 

“Seems lak yo’ don’ know what 
is it a p’fessor of pathology. Lem- 
me ‘Iucidate. A p’fessor of path- 
ology is de p’fessor what shows de 
folkses how to go in an’ out of de 
college grounds.” 


Whah 
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Sold Twenty Ranges During Demonstration 
Early in September of This Year. 


W. J. Weaver & Sons, King City, Missouri, Went After 
Kitchen Range Business With a Jump and Got It. 


OING a thing thoroughly is al- 
D most invariably the secret be- 
tween success and failure. The 
thing may succeed in spite of itself, 
but thoroughness is insurance. 

W. J. Weaver and Sons, hard- 
ware merchants of King City, Mis- 
souri, believe in doing thoroughly 
what they start out to do. In this 
instance it was a demonstration and 
sale of kitchen ranges. 

In the early part of September 
they held a range demonstration and 
sale, during which they sold twenty 
Copper Clad malleable ranges. 

The accompanying illustration 
shows how the front part of their 
store was arranged during the dem- 
onstration. It is safe to say that 
folks in and around King City 
knew what was going on at Weav- 
er’s that week. 

As will be noted from the pic- 
ture, both windows featured the 


ranges being demonstrated; in the 
one to the left the black, nickel 
trimmed type was shown, together 
with the set of aluminum cooking 
utensils which was given with each 
range sold during the demonstra- 
tion period, while the window at 
the right of the entrance showed 
the enameled style, and also the 
aluminum dishes. 

The elaborate window display 
cut-outs, signs and banners which 
are furnished to stove merchants by 
the Copper Clad Malleable Range 
Company were used to good advan- 
tage. 

As you entered the store, you 
found a big display of the ranges 
right in front. You simply could 
not help knowing that Weaver’s 
were featuring Copper Clads that 
week. 

So much for that part of the 
preparation. 


COME IN 
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People who passed Weaver's 
store would know that there was 
something going on in connection 
with kitchen ranges. 

But Weaver's did not stop there 
—or rather, they had done much 
work before arranging the window 
displays and the interior of the store 
for the demonstration. 

And the most important part of 
that preliminary work consisted in 
the advertising which heralded the 
event. 

lirst there was a three-column, 
seven-inch advertisement, in which 
the announcefnent was made that a 
a carload of Copper Clads was due 
to arrive about August 15th. This 
is reproduced in the group cut 
shown herewith—in the upper left- 
hand corner. 

Just before and during the dem- 
onstration, advertisements like the 
large one at the right were pub- 
lished. ‘This particular advertise- 
ment occupied a space of four col- 
umns by twelve inches. 

Immediately following the sale, 
during which twenty Copper Clads 
were installed in homes in and near 
King City, another large advertise- 
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This Shows How Store Front Looked While W. J. Weaver & Sons, King City, Missouri, Held Their Demonstration Sale 


of Copper Clads. 
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ment was run, calling attention to 
the fact that, just as Weaver’s are 
in position to serve the people well 
with ranges—citing the name and 
the number sold—so they can also 
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ber of words made from the letters 
contained in the firm’s business sig- 
nature. 

The first prize was a high grade 
gas range, and the other prizes 
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COPPER-CLAD RANGE 





“Free” means that this ware does net cost Copper- 
Clad buyers « single penny. It is « reward for buy- 
ing while the “Copper-Clad Crank” is here and is 
offered by him to justify you m attending this sale. 
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Three of the Advertisements Used by W. J. Weaver & Sons Before, During and 
Following Demonstration Sale. 


serve them with high grade kitchen 
cabinets, illustrations of both range 
and cabinets occupying .prominent 
space. 

And as a regular advertisement— 
every week—the one shown in the 
lower left-hand corner, and others 
similar in size were ,.run, in order 
that other “fragments” might be 
gathered up. 

Weaver’s are not complaining 
about poor business, nor do they say 
anything about farmers not having 
money to spend. 

They go out after business—and 
they get it. 





Uses Spelling Contest 
to Push Stoves. 


Some time ago a dealer in a west- 
ern town celebrated the opening of 
his stove. department by announcing 
a trade prize competition. 

The idea was to call attention to 
his stove department, but the plan 
was so arranged that it incidentally 
advertised his entire store. 

This dealer offered thirty-two 
prizes to be awarded to those who 
submitted a list of the greatest num- 





ranged down to shears, vacuum bot- 
tles, pearl handled knives, etc. 

The terms of the contest were: 
Any or all of ‘the letters might be 
used in forming a word, but a letter 
could not be used any oftener than 
it appeared in this firm’s signature. 

Neatness and accuracy were con- 
sidered as well as the number of 
words. 

No one under nine years could 
compete. Lists were written on one 
side of the paper only. 

All lists were delivered in person 
to this company’s stove department, 
no mailing of lists being allowed, 
and the firm, therefore, had an op- 
portunity of showing many people 
through their store who had never 
before entered it. 

The contest was a big success, not 
only advertising the new stove de- 
partment, but also adding new cus- 
tomers to the regular list. 





The goods that make you the 

most money are the goods that sell 

. fastest, even though they pay less 

profit than others. There is no ad- 

vantage in the big profit marked 
up on goods that don’t sell. 
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Everett True Helps to 


Sell Gas Ranges. 


A few weeks ago W. L. Lewis 
of the Lee Lewis Furniture Com- 
pany, stove merchants in Wichita, 
Kansas, had a bright pink thought 
He put it into execution and here is 
the result—Everett True, the sub- 
ject of the famous cartoon strip, 
helping to sell Lorain-equipped 
ranges via a newspaper advertise- 
ment. 

Mr. Lewis writes that the first 
day after this ad was published they 





LEE LEWIS SAYS: 


Everett Tree weald delight tm visiting my stere—here be weed 
find car stoves, furniture, rags, ofc. marked te PLAIN FIGURES, 
‘There ts pesttively ne jucrting ef prices here. 
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LEE LEWIS 


232.236 Morth Main 238-236 











Comic Cartoon Ad Sells Ranges for 
Kansas Stove Merchant. 


sold two ranges as a direct result 
of its appearance. Already this year 
this concern’s sales organization has 
sold over a hundred Lorain- 
equipped stoves. 





Real competition is in service— 
service to the user, not in the busi- 
ness to be secured from him, but in 
the service to be rendered to him. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Winchester-Simmons Co. Seeks 
Large Building in Kansas City. 
The Winchester-Simmons Com- 
pany is seeking a location in Kansas 
City for a large branch house, the 
first to be established since the Sim- 
mons Hardware Company of St. 
Louis was merged with. the Win- 
chester Company of New Haven, 
Conn. To handle the proposed dis- 
tributing branch, the Winchester- 
Simmons Company of Kansas City 
is being incorporated at $1,400,000. 
The Winchester Repeating Arms 


Company already occupies some 
forty thousand square feet of ware- 
house space in a distributing branch 
in North Kansas City. 

The merged company is seeking 
approximately 120,000 square feet 
of floor space in Kansas City, either 
an existing building or a structure 
to be built for them. The company 
also desires provision for future ex- 
pansion. 

A building on a large site, some 
eight or ten stories high, and cost- 
ing, if new, about 34 million dollars, 
is called for by the requirements. 


Selected Articles, Honest Advertising, Right 
Prices, Make “Dollar Sale” Succeed. 


This Hardware Firm Knew How to Pick Out Leaders Its Cus- 
tomers Wanted and Then Proceeded to Tell Them About It. 


DOLLAR-SALE as a _ mer- 

chandising device has long 
been recognized of proven merit; 
éven as the public was long ago ed- 
ucated to its money-saving attrac- 
tions. The volume of sales enables 
the dealer to reap his profit. The 





customer is pleased at his or her 
shrewd purchase. Everybody prot- 
its, everybody is happy. But— 
Not all dollar-sales turn out that 
way. Some merchants have won- 
dered why, with such an attractive 
sales plan, their sales volume did 





ThisWeek DOLLAR SALE 
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not come up to expectations. Some 
have been forced to ponder why 
their customers did not seem to be 
so pleased with their “bargains,” 
and why some of them even 
changed their patronage. Yes, even 
“dollar sales” can go awry, and you, 
Mr. Merchant, who may have been 
disappointed in your special sales 
effort, will likely find the answers 
to your queries in this account of 
the dollar-sale of this enterprising 
firm. 

The Nicholas Hardware Com- 
pany, with two stores, is one of the 
largest and most influential mercan- 
tile concerns in Oak Park, IIl., the 
Chicago suburb whose 50,000 pop- 
ulation has accurately earned it the 
title of “the largest village in the 
world.” Oak Park is peopled by 
persons who don’t have to look for 
bargains and do. It contains consid- 
erable wealth and much of the mid- 
dle-class with a healthy buying 
power. 

Having decided upon carrying 
out a week’s “dollar sale” and tak- 
ing into consideration the seasonal 
and domestic wants of its trade, the 







Successful Dollar Sale Advertising by Nicholas Hardware Company of Oak Park, Illinois. 
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Nicholas Hardware Company hit 
upon the plan of dividing its sale 
into three groups: a dollar-sale of 
aluminum ware of values up to $2, 


a dollar sale of housewares at “big . 


savings,” and a dollar-sale of a com- 
plete stock of automobile accesso- 
ries at one-fifty values. 

Now note the following features: 
women buyers are given twice the 
buying opportunities of the men; 
the assortment of the aluminum 
ware offered is broad, just as the 
household leaders are diversified 
and the men’s bargains are broad- 
ened to include articles of staple use 
about the house and garage. Real 
values are offered, not give-away 
bargains nor spuriously marked-up- 
and-down prices. 

It seems that having made a care- 
ful and seasonal selection of the 
goods it wanted to offer, having 
grouped them in a manner calcu- 
lated to appeal to both men and 
women, having established right, 
i.€., honest prices, there remained 
for the Nicholas Hardware Com- 
pany only to tell its trade its story 
in plain, straightforward advertis- 
ing, and this, according to exami- 
nation of the advertisements re- 
produced herewith, it appears to 

have done. 





Absence of Standard of Value 
Hurts Cutlery Business. 


“The important drawback in the 
cutlery business today is the total 
absence of a standard of prices, or, 
rather a standard of values,” ac- 
cording to one jobber. The differ- 
ence in prices as quoted by the nu- 
merous importers and the competi- 
tive methods employed make it im- 
possible to pick out a representative 
pattern of a pocket knife, for in- 
stance, and place a fair value upon 
1t. 


“The cutlery business these days 
is one of job-lot speculating. An 
importer will call up upon the 
telephone and ask a wholesaler if 
he can use a certain number of gross 
of a certain line of goods at a cer- 
tain price. The price is obviously 


a low one but the goods are offered 
by someone who has no trade ac- 
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quaintance and who would find it 
difficult to move the goods on his 
own account. So he seeks to place 
them with some one who has the 
confidence of large buyers, satisfied 
with a small margin in order to 
turn them over. 

The buyer, with a large trade ac- 
quaintance, may not feel that the 
quality of the goods would help his 
reputation with his friends, so he 
looks about in the market for some- 
one who may deal with a trade not 
so critical, perhaps one of the large 
jobbers doing business with east 
side trade. On a margin of a few 
cents per gross he disposes of them. 
The goods may pass through four 
or five hands, and even more often. 
before they find the shelves of the 
retailer. 

“The situation was not helped any 
hy the American manufacturer, 
either, for in many instances I know 
where they have deliberately cut 
their prices to meet foreign compe- 
tition, cut prices to a point that they 
know to be below their cost of pro- 
duction. The manufacturers have 
evidently placed goods at any price 
in order to realize cash return, hop- 
ing that the volume of their year’s 
sales will show up well with those 
for 1921. But the rub will come 
when they commence to check up 
inventories after the turn of the 
vear. 

“The best friends that the Amer- 
ican manufacturers have had dur- 
ing the many trying months since 
October, 1920, have been the large, 
legitimate importers, so called, who 
have held up fair prices, $24 on 
straight razors, for instance, even 
though it has enabled them to reap 
big profits. On the other hand, 
there has been enough price slash- 
ing by the small, fly-by-night im- 
porters to upset the situation, and 
consecuently no standard of values 
prevails. 

“The new Fordney tariff act has 
many friends and many enemies, as 
has had every tariff measure. But 
one thing is certain—the institution 
of the new bill will help to bring 
about a standardization of values 
that will enable the jobber and the 
retailer to know whether a price 
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offered is a fair and prope: one to 
buy at.” 





Automotive Equipment Men 
Will Meet Novemler /3 to 18. 


The Seventh Annual Convention 
of the Automotive Equipment As- 
sociation, of which William M. 
Webster is Commissioner, will meet 
in Chicago on November 13th to 
18th, inclusive, and a great exhi- 
bition, the fourth, will be held in 
connection therewith, both taking 
place in the Coliseum on Wabash 
Avenue, near 16th Street. 





Chane ts Make Extra Profit 
Without Investment. 


In the new catalog, number 66, 
of the Fred J. Meyers Manufactur- 
ing Company, Hamilton, Ohio, 
much space is given to the illustra- 
tion and description of window 
guards, grillers, railings, wickets, 
folding gates, elevator cars and en- 
closures, machinery guards, wire 
signs, fencing, fire escapes, etc. 

Fred L. Meyer, Secretary of the 
Company, states that all of these 
items, and many others made by 
the Company, can be handled by the 
hardware merchant and a_ good 
profit made without investing any 
money for stock; all that is neces- 
sary being to take the measure- 
ments, as the goods will be shipped 
from factory and at the same time 
allowing the seller a liberal profit. 





Winchester-Simmons Incorporate 
in Chicago. 
The Winchester-Simmons inter- 


ests of Illinois have been incorpo- 
rated under the name of the Win- 


‘ chester-Simmons Company of Chi- 


cago with the local manager, F. J. 
Holdsworth, as president. The 
board of directors will be composed 
of officials of the parent company 
and managers of other warehouses. 
It is believed that there will be no 
stock issue in the Illinois company, 
as it is understood to be an incorpo- 
ration primarily for facilitating op- 
erations. 





It is surprising how slow a watch 
can run in church. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarpWARE REcorD Window Display Competition. 


Tool Sales Low?— 
Here's Way to Lift Them. 

Tools didn’t keep up with the 
rest of the stock, so far as sales 
from window displays were con- 
cerned. The tools were right and 
the prices were right, but somehow 
they didn’t move. 

Lloyd Higbie, in charge of win- 
dow displays for Weed & Company, 
Rochester, New York, didn’t come 


“Our tool windows,’ he writes, 
“did not seem to have the pull or 
the sales force which our other win- 
dows had when trimmed with other 
lines of hardware. 


“IT thought about it awhile, and 
then decided the trouble was that 
tools were so small they made a 
crowded and unattractive window 
unless trimmed so each tool could 
be seen individually—that is, if it 








telling the name of the tool—and 
the price. In the center are two 
large pieces of Beaver Board four 
feet high, with all sorts of wrenches 
and pliers mounted on them. Vel- 
vet is draped from the center cards 
and puffed among on the 
floor to take away the “stiffness’’ 
which hardware usually lends to a 
window. 


those 


“This was a very successful dis- 


Simple, but Intelligently Planned Window, by Which Lloyd Higbie Boosted Tool Sales for Weed & Company, Rochester, 


to the conclusion that it was because 
people had stopped using tools. 
Neither did he decide that it was 
impossible to make a window dis- 
play of tools which would pull. Not 
a bit of it. What Mr. Higbie did 
was to sit down and do some hard 
thinking. 

The result was the window dis- 
play which is shown herewith. 

Here is Mr. Higbie’s extremely 
intelligent and intelligible explana- 
tion of why and how he made it— 
and what it did. 


New York. 


could be done without sacrificing 
the attractiveness of the window. 

“The accompanying picture was 
the result. The whole color scheme 
is black and yellow. Yellow crepe 
paper is employed as a background 
and on the floor. Five ladders of 
different heights are used to bring 
the goods to eye level or there- 
ahouts. 

“The tools are wired or mounted 
on cards made out of Beaver Board 
and covered with paper. 
ach card has a small sign on it 


yellow 


play. Increased sales were notice- 
able immediately. They could be 
placed definitely because people 


would come in and ask for ‘that 
black they saw in_ the 
window 
combination pliers for 19 cents,’ and 


plane 

for 98 cents, or ‘those 
so forth. 

“This 
four weeks on account of sales, and 
1 shall certainly employ the idea 
again when it ts necessary.” 

What Mr. Higbie did with tools 
can be done with other lines which 


window was left in for 
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should move, but don’t. Think it 
over, find the trouble, then remedy 
it. There’s a way if you look for it. 





Say It with Prices in 
Your Window Displays. 

The show window attractively 
dressed is one of the best mediums 
at the command of the hardware 
merchant for attracting attention to 
the goods that he is offering to the 
kuyers. How often have you seen 
people stand in front of a window 
filled with attractive articles and 
notice that nobody who leaves the 
window goes into the store? When 
this condition occurs there is some- 
thing wrong. The real object of 
the use of the window is not so 
much to show goods as to sell 
them. 

Perhaps you have gone into a 
store and found no one in sight. 
Your feeling was one of displeas- 
ure to say the least. There was no- 
body to tell you what the article 
you wanted cost. It is a some- 
what similar feeling that strikes one 
when he looks into a show window 
that contains no price cards. 

Most people want to know the 
price of an article before they make 
a purchase. Many hate to ask a 
price and then confess that it is 
more than they want to pay. It 
tends to make them appear “cheap.” 
With a clearly marked price in the 
window customers are made, for 
if they see what they want and 
know that the price is satisfactory, 
they will probably enter the store 
and make their purchase. 

“Say it with figures” is a slogan 
that well can be applied to the dis- 
play of goods in windows, which 
are nothing more or less than out- 
side salesrooms. The price tags 
used are the preliminary salesmen 
in the case of a display window 
where they are used. 

To say it with figures has been 
drummed into retailers’ ears time 
and time again by advertising ex- 
perts, by manufacturers and even 
by customers, themselves, but there 
are those still who do not see the 
necessity for the practice, mainly 
because they have not the proper 
conception of the psychology of the 
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matter. There is a charm about a 
price tag that can not be denied— 
the charm of a selling price attached 
to an article displayed in a window, 
which; it is held by many dealers, 
has drawn much greater patronage. 

Stores that never before have fea- 
tured prices in their windows are 
now engaging in the practice, and 
articles are tagged with alluring 
price cards. Present-day levels are 
compared with those of the peak to 
show in graphic form the extent of 
reductions. Many firms have re- 
ported increased volume of sales, 
which they lay to emphasizing price, 
while others claim that it has been 
their business salvation. Some deal- 
ers still maintain traditional habits, 
and refrain from the promiscuous 
use of price tags, but even these are 
using them in connection with their 
special sales, letting the prices of 
their goods be known to all who 
pass. 





Flays Business Crooks in 
Address Before Paint Club. 

“Each one of you has an indi- 
vidual responsbility to weed out 
every practice in your industry that 
tends to destroy confidence.” 

This was the essence of a mes- 
sage delivered before the Louisville 
Paint and Varnish Club by Merle 
Sidener, president, Sidener-Van 
Riper Advertising Company, Indi- 
anapolis, who directed for several 
years the campaign of the Associat- 
ed Advertising Clubs of the World 
to wipe out spurious and fraudu- 
lent advertising. 

Mr. Sidener argued for a Busi- 
ness Rogues’ Gallery, where the 
trade might picture and classify the 
following: the embezzler, who 
charges exorbitant prices because 
he can get away with it ; the counter- 
feiter, who substitutes inferior 
goods for the real thing; the burg- 
lar, who burglarizes the business of 
competitors through the various 
tricks of unfair competition and 
the forger, who sells misbranded 
merchandise. Continuing, he de- 
clared: 

“In every industry will be found 
men whose business practices are 
of such a nature as to undermine 
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the whole structure of the industry. 
In some instances these men are 
deliberately crooked. They, how- 
ever, are not the most destructive 
influence. The real danger is 
found in the man who, by force of 
intense competition, or who is im- 
pelled by the old fallacy that ‘busi- 
ness is business,’ takes unfair ad- 
vantage of both customers and com- 
petitors, with the result that he 
creates distrust in the business as a 
whole. 

“Inefficiency in business is a 
sneak thief. Carelessness, let-well- 
enough-alone, lack of cost records 
—you can spot a lot of these little 
sneak thieves in any business, and 
you’d best be careful that none are 
operating in your own establish- 
ments. Slow turn-over is doing a 
lot of pilfering, and lack of intelli- 
gent advertising is responsible for 
a low volume of business on a high 
cost of production basis with in- 
evitable losses.” 





Horses Shod with Copper 
as Protection Against Fire. 


Recently all the horses on a Cali- 
fornia ranch were reshod with cop- 
per shoes. It was believed that the 
steel shoes previously worn had 
generated sparks that set fire to the 
dried grass by striking pieces of 
loose flint. 





Consolidated Tool Works 
Makes Field Changes. 


Several changes of interest in the 
field sales force of Consolidated 
Tool Works, New York City, have 
just been announced. 

William H. Thompson, formerly 
with the Union Hardware Com- 
pany, Torrington, Connecticut, has 
been made New York City repre- 
sentative. 

Howard A. Postley, formerly 
with the Knickerbocker Manufac- 
turing Company, Belleville, New 
Jersey, has been assigned as repre- 
sentative of the New England 
States. 

William L. Rubin, formerly with 
the Jabos Sales Company, New 
York City, is given the territory of 
New York State, Pennsylvania, 
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Maryland, District of Columbia and 
parts of West Virginia and Ohio. 

Charles Alburtus, formerly with 
the American Safety Razor Com- 
pany, Brooklyn, New York, has 
been made New Jersey representa- 
tive. 





Parcel Post Insurance 
Rates Reduced. 


The Postal Insurance Underwrit- 
ers’ Conference, of which practi- 
cally all the prominent companies 
writing parcel post insurance are 
members, held a meeting in New 
York last week and decided to re- 
duce rates on all except ten classi- 
fications in New York, Philadelphia 
and Chicago to the old rates which 
were in effect previous to May, 
1920. In other words, insurance up 
to $25 will be granted on all ex- 
cept the ten classifications in these 
cities for a 5c coupon. The classes 
not included in the reduction are as 
follows: Hosiery, ladies’ waists and 
underwear, men’s and women’s 
clothing, trimmed hats, jewelry, pat- 
ent medicines, furs, fountain pens 
and pencils, optical goods, cigars 
and tobacco. 





Every one has his greater inter- 
est either in the business or outside 
of the business. The great job in 
managing a business is to swing 
the interest of both house people 
and salesmen into the business and 
to minimize their outside interests. 
When a man is profoundly inter- 
ested in his work he forgets all 
about the clock, but if his interests 
are outside, his work soon becomes 
a bore. 














| Coming Conventions | 


Western Implement, Vehicle and 
Hardware Association, Kansas City, 
Missouri, January 16, 17, 18 and 19, 
1923. H. J. Hodge, Secretary, Abilene, 
Kansas. 

Texas Hardware and Implement As- 
sociation, Dallas, Texas, January 23, 24 
and 25, 1923. A. M. Cox, Secretary, 
822 Dallas County Bank Building, Dal- 
las, Texas. 

Mountain States Hardware and Im- 
plement Association, Denver, Colorado, 
January 23, 24 and 25, 1923. W. W. 
McCallister, Secretary-Treasurer, Boul- 
der, Colorado. 

Kentucky Hardware and Implement 
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Association and Exhibition, Jefferson 
County Armory, Louisville, Kentucky, 
January 23, 24, 25 and 26, 1923. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

West Virginia Hardware Association 
Convention and Exhibition, Huntington, 
West Virginia, Januaiy 30 and 31, and 
February 1, 1923. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

South Dakota Retail Hardware As- 
sociation, Sioux Falls, South Dakota, 
January 16, 17, 18 and 19, 1923. H. O. 
Roberts, Secretary, 1120 Metropolitan 
Life Building, Minneapolis, Minnesota. 

Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho, 
January 31, February 1 and 2, 1923. E. 
E, Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Indiana Retail Hardware Association 
Convention and Exhibition, Indianap- 
olis, Indiana, January 30 and February 
1 and 2, 1923. G. F. Sheely, Secretary, 
Argos, Indiana. 

Oklahoma Hardware and Implement 
Association, The Auditorium, Okla- 
homa City, Oklahoma, January 31, 
February 1, 1923. W. A. Clark, Secre- 
tary-Treasurer, 209% West Main 
Street, Oklahoma City, Oklahoma. 

Nebraska Retail Hardware Associa- 
tion, Convention and Exhibition, Feb- 
ruary 6 to 9, 1923, Omaha, George H. 
Dietz, Secretary-Treasurer, 414 Little 
Building, Lincoln, Nebraska. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 6, 7, 8, 9, 1923. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

Virginia Retail Hardware Association, 
Norfolk, Virginia, February 7, 8 and 9, 
1923. Thomas B. Howell, Secretary, 
Richmond, Virginia. 

Wisconsin Retail Hardware Associa- 
tion, Milwaukee Auditorium, Milwau- 
kee, Wisconsin, February 7, 8 and 9, 
1923. P. J. Jacobs, Secretary, Stevens 
Point, Wisconsin. George W. Kornley, 
Manager of Exhibits, 1476 Green Bay 
Avenue, Milwaukee, Wisconsin. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, Philadelphia Commercial 
Museum, Philadelphia, Pennsylvania, 
February 12, 13, 14, 15 and 16, 1928. 
Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

Ohio Hardware Association Conven- 
tion and Exhibition, Cleveland, Ohio, 
February 13, 14, 15 and 16, 1923. Ex- 
hibition in the new Municipal Hall. 
James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, Illinois, February 13, 14 
and 15, 1923. L. D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Iowa Retail Hardware Association 
Convention and Exhibition, Des Moines, 
Iowa, February 13, 14, 15 and 16, 1923. 
A. R. Sale, Secretary, Mason City, Iowa. 

North Dakota Retail Hardware As- 
sociation, Grand Forks, North Dakota, 
February 14, 15 and 16, 1923. C. N. 
Barnes, Secretary, Grand Forks, North 
Dakota. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, Plan- 
ters Hotel, St. Louis, Missouri, February 
20, 21 and 22, 1923. FX. Becherer, 
Secretary, 5106 North Broadway, St. 
Louis, Missouri. 

Minnesota Retail Hardware Associa- 
tion, Duluth, Minnesota, February 20, 
21, 22 and 23, 1923. H. O. Roberts, 





Secretary, 1120 Metropolitan Life Build- 
ing, Minneapolis, Minnesota. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, Massa- 
chusetts, Februafy 21, 22 and 23, 1928. 
George A. Fiel, Secretary, 10 High 
Street, Boston, Massachusetts. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Rochester, New York, February 20, 21, 
22 and 23, 1923. Headquarters, Powers 
Hotel. Sessions and Expesition at Ex- 
position Park. John B. Foley, Secre- 
tary, City Bank Building, Syracuse, 
New York. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, Bay City, Feb- 
ruary 26, 27, 28 and March 1, 1923. 
Frank E. Ederle, Secretary. 1121 
Franklin Street, S. E., Grand Rapids, 
Michigan. 

Hardware Association of the Caro- 
linas, Columbia, South Carolina, 
May 8, 9, 10 and 11, 1923. T. W. 
Dixon, Secretary-Treasurer, Charlotte, 
North Carolina. 

Arkansas Retail Hardware Associa- 
tion, May, 1923. (Place to be an- 
nounced later.) L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

National Retail Hardware Associa- 
tion, Richmond, Virginia, June, 1923. 
Herbert P. Sheets, Secretary-Treasurer, 
Argos, Indiana. 

Southeastern Retail Hardware and 
Implement Association, covering Ten- 
nessee, Alabama, Georgia and Florida. 
(Date and place to be announced later.) 
Walter Harlan, Secretary-Treasurer, 
701 Grand Theater Building, Atlanta, 
Georgia. 


Retail Hardware Doings 




















Illinois. 

D.C. Jones and Sons Hardware Com- 
pany have increased their capital. 

A deal has been completed whereby 
H. J. Wittman takes over the ownership 
of the E. E. Stephens’ hardware store 
at Metropolis. 

Iowa. 

William H. Tabbert has sold his hard- 
ware store to Ed Brunsgold. 

Varland Brothers have purchased the 
hardware store of G. H. Stenberg at 


Radcliffe. 
Kentucky. 


David King has bought an interest 
in the Young Hardware Company at 
Hopkinsville. 

Michigan. 

Weis and Saudrock have opened a 
hardware store in the Egle Building on 
West Front Street, Monroe. 

At Lake Odessa the Vetter Hardware 
Company has been purchased by LaDue 
and Snyder. 

Minnesota. 

C. M. Pommerenke has opened a hard- 

ware store at Miltona. 
Nebraska. 

Herbert Broadhurst and W. T. Juden 
have purchased the hardware store of 
George Thomas at Crawford. 

Oklahoma. 
The Hamilton Hardware Company has 
been opened for business at Mangum. 
Wisconsin. 

Anton Krema has purchased the hard- 
ware store of Charles Kieselhorst at 
Manitowoc. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


In this age of rush there is noth- 
ing demanded so often, nor appre- 
ciated more, than service. This 
may be a trite observation, as vir- 
tually every merchant realizes it 


reads: “Hardware Service,” and 
then: 

“Our building is full from base- 
ment to attic, so that you may get 


what you want when you want it. 


NE ETS 1 LE: TT TELE 


HARDWARE SERVICE 





Our building is full from 
basement to attic, so that 
you may get what you 
want when you want it. 
Whether it’s a husking 
peg, or a binder, or an ice 
pick, or a stove, we can 
make immediate delivery 
from our stock. 


Anticipating your hard- 
ware, stove andimplement 
needs is our business. 





COMPLETE LINE OF HEATING STOVES 


AND RANGES ON DISPLAY AT OUR 
STORE NOW. 





S.J. Evans & Son 





and honestly endeavors to furnish 
service, but not every merchant is 
enterprising enough to drive the 
point home in his advertising. 

S. J. Evans and Son, Monticello, 
Indiana, have done this very thing, 
as witness the accompanying ad 
which appeared in the Monticello 
Herald. 


In large bold type the caption 








Whether it’s a husking peg, or a 
binder, or an ice pick, or a stove, 
delivery 


we can make immediate 
from our stock. 

The ad is commendable for its 
terseness and its brevity, being con- 
tent to drive home the one idea. 

The addition of the three 
calling attention to the display of 


heating stoves and ranges in the 


lines 





store is pardonable in that it is sep- 
arated by a rule and displayed in 
different type.” 

°* ¢:s 

The “Trade at Home” idea is 
espoused by J. William & Brother, 
Necedah, Wisconsin, in a 5 inch ad 
which is very convincingly written 
and only misses one point to be a 
perfect puller. 

The advertiser not only advises 
his customers to trade at home, but 
follows it up with the assurance that 
if they want something not in stock, 
he will get it for them. That’s serv- 
ice. Further, he emphasizes three 
things which are sellers at this time 


Tradeat Home 











There is no need of sending 
out of town for your hard- 
ware needs. We try at all 
times to handle the best of 
goods, and in case we are 
out of any particular ar- 
ticle, we will gladly get it’ 
for you. 









We stand back of our goods 
. at all times. 


STOVES 
FARM MACHINERY 
TINWARE 











J. William & Bro. 


HARDWARE 
Necedah, Wisconsin 







farm machinery, 

occurs that, if 
he offered some special price on 
just one of them, there would be 
no possible 
method. 


of year—stoves, 
and tinware. It 


criticism against his 
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Judge. Gary Holds That Law of Supply 
and Demand Is Sure to Prevail. 





ARTISAN 





Interference by Combinations, Legislation or Individual 
Action Always Results in Distress to Public. 


T THE recent meeting of the 

American Steel and Iron Insti- 
tute, it was only natural that the 
keynote address be delivered by 
Judge E. H. Gary, of the United 
States Steel Corporation, and inas- 
much as his address went into the 
fundamentals of manufacturing and 
selling we are sure that the follow- 
ing extracts from it will be read 
with great interest. 
Extracts from Judge Gary’s Address. 


What is to be said on this occasion re- 
lates to economics; and it will be spok- 
en from the standpoint of the public in- 
terest. Our business life is represented 
by various groups of men and women 
and involves a great diversity of eco- 
nomic activities. Taken alone, each 
branch of industry is naturally selfish 
and influenced more or less by unworthy 
motives. In discussing any particular 
one, all others must be considered as a 
part of the general public. If in man- 
agement any wrong or injustice is per- 
petrated, it is the general public which 
must finally in some way suffer the con- 
sequences. 

Therefore in the consideration of all 
economic questions every one should en- 
deavor to determine the final effect upon 
the people as a whole. Personal or pri- 
vate gain or advancement or political 
advantage must be subordinated to the 
general public good. 

As industry has developed, popula- 
tions multiplied and wealth increased, 
the problems and difficulties in economic 
life have grown and we have been cor- 
respondingly forced to concentrate our 
minds upon proposed measures for re- 
lief or protection against imposition. 

The greatest of all wars has very much 
complicated the situation, even in this 
country. Our recent industrial strife, 
the present pending agitation for the 
creation of an organization of q@asses 
calculated to secure power and _ benefit 
of physical force under the leadership 
of vicious men, with which you are more 
or less familiar, the profiteering that 
still exists, if in a lesser degree than 
formerly, are temporary relapses, so to 
speak, of the war fever, during a pro- 
longed period of convalescence. 


We are still suffering from the very 
high cost of living caused by the des- 
picable cycle, developed during the war, 
which carries high prices from a starting 
point in a given place, proceeds around 
a spiral and returns step by step to a 
higher basis. Speaking generally and 
yet making the illustration specific, labor, 
which constitutes 85 per cent of the cost 
of production, is paid very large rates, 
but, with exceptions, is not paid more 
than is proper, because compelled to pay 
high prices for the living costs. Nor- 
mal conditions have not been fully re- 
stored and apparently are not likely to 
be in the immediate future, unless extra- 
ordinary efforts shall be made. 





Little Relief Through Laws. 

We are apt to conclude that every- 
thing objectionable can be overcome by 
the adoption, amendment or repeal of 
laws. But on reflection one possessed 
with average intelligence and informa- 
tion, knows this is a_ fallacy. Many 
laws have been passed which are im- 
proper, and no doubt new ones ought to 
pe enacted all bearing upon economic 
questions. This will always be the case. 

It is the purpose at this time to refer 
briefly to certain old and fundamental 
principles, which in modern times have 
been by large numbers overlooked or at 
least underestimated. Reference is made 
to the law of supply and demand. This 
law is inexorable. 

It might as well be admitted first as 
last by every individual, collection of 
persons, or nation, that in order to ob- 
tain what is desired, there must be ren- 
dered an equivalent value, and that if 
secured on any other basis the business 
will not be satisfactory. What amounts 
to an equivalent or fair consideration in 
any transaction is, of course, mutually) 
determined by the parties concerned, and 
if each agrees freely and_ voluntarily 
with full knowledge of the facts, unin- 
fluenced by coercion, action is and should 
be. final, 

When an individual or association of 
individuals can and does collect an un- 
conscionable amount for a commodity or 
for work, as the result of any circum- 
stance or combination, the general public 
must and does finally pay the bill. This 
is inevitable and it is a pity that large 
portions of the public overlook or ignore 
this fact. 


Combinations Formed to Control Usu- 
ally Oppress. 

When we ponder over the situation 
with the idea of suggesting a remedy, 
the first question presented relates to 
combinations or conspiracies to suppress 
natural laws. If one is actuated by mo- 
tives of cupidity or dishonestv. one is 
apt to suppress and then oppress. A 
combination calculated to control busi- 
ness or production either as to quantities 
or prices, by the employers or by the 
employes, interferes with the natural 
course of business and results in hard- 
ship upon all who are outside the com- 
bination, who may be termed the consum- 
ers. 

In this connection another question is 
presented, namely, how are we to dis- 
tinguish meritorious from vicious legis- 
lation, presumably intended to prevent 
oppression? Any statute that unneces- 
sarily interferes with the natural law of 
supply and demand works incalculable 
damage to economic progress and pros- 
perity, and is disastrous to the general 
public or to a nation. 

From what has already been said you 
are probably at least mentally inquiring, 
what is to be done? What is now pro- 
posed? How can business be done with 
fairness and with justice, except by the 
adoption and enforcement of laws which 
absolutely control business as to prices, 
rates, deliveries and all other particulars, 
and which secure proper treatment of 
every one, even though this would neces- 
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sarily interfere with full, free and un- 
limited action on the part of all differ- 
ent groups in the advancement of their 
own interests respectively? 


Law of Supply and Demand Is Natur- 
al Law. 


Every one should attempt to answer 
these questions for himself or herself. 
A proper answer would be that the na- 
tural law of supply and demand should 
not be interfered with by the government 
or by any administrator of the laws, ex- 
cept in cases of turpitude, and this ap- 
plies to all business transactions. There 
are already too many man-made laws, 
and perhaps too many attempts to apply 
them, which are calculated to interrupt 
and hinder progress and industrial pros- 
perity. 

We have not fully appraised the value 
of publicity. Its practical results and 
its necessities in all departments of eco- 
nomic life without discrimination or ex- 
ception have not been given due consid- 
eration. The full exposure to the people 
of business methods and management on 
the part of public and private institutions 
and organizations will create and firmly 
establish a powerful, effective and satis- 
factory public sentiment, which, on the 
average and for the long run, will be 
more potential than penal statutes. 

All inquiries for the benefit of the 
public concerning private affairs, to be 
effective, must be made with strict hon- 
esty and impartiality. When the public 
is constantly given all proper informa- 
tion concerning business, after ascertain- 
ed honestly, impartially and intelligently 
by a government board of undoubted 
ability, nonpartisan in character and in- 
cluding every branch of industry with- 
out exception, the public interest will be 
protected and not before. 

Sees Relief in Full Publicity. 

We have been passing through an in- 
dustrial conflict, involving commission 
of crime, heavy losses in commerce and 
industry, both to capital and labor, and 
deprivation§ to the general public which 
reached almost to the brink of extreme 
suffering and death, carried on by one 
side whose methods and amount of 
money expended, or the purpose of the 
same, were not exposed to the public 
view. 

There is nothing to be said at this 
time gaainst labor organizations or their 
leaders; certainly there is or should be 
no personal animosity. But to permit 
any group, and this representing only a 
minority in its branch of industry, to be 
exempted from publicity, is an injustce 
and a wrong to the general public. 

It goes without question that in busi- 
ness there are numerous matters relat- 
ing to operation and management which 
are of interest only to the persons or 
concern connected, and these need not 
and should not be divulged to the general 
public, some of them particularly before 
consummation of pending negotiations ; 
but as to the matters which at the time 
affect the public welfare there should be 
the right to have inspection by a com- 
petent, disinterested and nonpartisan 
body. Let us demand in this country 
full, fair, impartial, competent publicity, 
applied without fear, favor or discrim- 
ination. 

The steel industry should and would 
welcome such a condition. It was proved 
to be desirable and proper during the 
panic of 1907 and a short period succeed- 
ing. It is true, complaint was made by 
a partisan congressional committee in 
regard to the addresses made at the meet- 
ings, notwithstanding they were all re- 
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corded and reported to the law depart- 
ment and other departments in Wash- 
ington; but the courts held they were 
proper and highly advantageous to the 
public though they also held, as they 
ought, that what followed months later 
on the part of a few individuals was 
objectionable. There is no good reason 
why the public through proper agencies, 
should not be present at private meetings 
of groups. It is, however, wrong to 
treat any branch of industry differently 
from all others. Of especial interest 
just now is the treatment, with like rules, 
privileges and penalties of both employ- 
ers and employes. Unless and until that 
is brought about there can never be in- 
dustrial peace nor can the public interest 
be protected. 

Foreign Debts Should Be Paid. 


The doctrine of supply and demand 
which is one of mutuality, is germane 
to the present public and private discus- 
sions relating to the enormous debts ow- 
ing by certain foreign nations to the 
United States. They were voluntarily, 
openly and fairly contracted. They can- 
not properly be canceled or disposed of 
on any other basis, without doing vio- 
lence to well-recognized principles of 
justice and rules of propriety. To can- 
cel these debts or any part of them with- 
out full payment would be forced char- 
ity, and that is never agreeable to the 
donor and, as a rule, equally disagree- 
able to a self-respecting person or nation. 

In the judgment of many of us the 
foreign nations can and are willing to 
pay their debts, some sooner than others, 
and most of them sooner than is now 
generally admitted. This we have public 
ly asserted several times. We know 
something of their capacity to work and 
earn and save and thrive; of their suc- 
cess in business and their mode of living. 

But there is no “royal road” to suc- 
cess. There is no way of paying debts, 
of receiving benefits, of acquiring proper- 
ty, of securing and retaining positions of 
employment or office, public or private, 
or obtaining assistants or workmen, 
skilled or unskilled, except on the basis 
of reciprocity, of returning fair equiva- 
lent to be mutually agreed upon. Every 
man or nation in order to measure up 
to obligations must work, and save; 
must be prudent and fair and economical. 

All this applies to the payment of 
debts, to the re-establishment and prog- 
ress of business, to the money rates of 
exchange, to the financial and other ex- 
changes of commodities or activities. 


Success Based on Rendering Full 
Value. 


The world, now more than ever be- 
fore, needs peace, international and do- 
mestic, political, social and industrial. 
It is a time for work, economy, saving, 
thrift; honest, reasonable and intelligent 
recognition, observance and _ enforce- 
ment of the rules of law, propriety and 
common sense. Gentlemen, what we 
preach let us practice, conscientiously, 
persistently and loyally. Let us always 
transact our business on the basis of ren- 
dering a full equivalent for what we de- 
mand or receive. Thus we shall best 
succeed and prosper. 


There are no obstacles to continued 
prosperity in the iron and steel business 
of the United States except such as may 
arise from interference with the natural 
course of supply and demand. There is 
a great abundance of high quality iron 
ore; steam, gas and coking coal; lime- 
stone and other raw products, all with- 
in easy reach; also furnaces, mills and 
shops of highest grades, railroads and 
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ships for transportation, every variety 
of experts of pronounced ability, organi- 
zations and systems equal to any in the 
world; and the demand for every kind 
and character of steel is far in excess 
of capacity to produce. Steel is needed 
immediately for building and _ other 
structures, for railroads, for farms, for 
pipe lines, for canning, for equipment 
of every kind, for guns, tools and imple- 
ments of thousands of varieties, for 
wire, ranging from the finest watch 
springs and piano strings to the largest 
cables, for cars, automobiles, airplanes 
and other vehicles for transportation of 
property and persons, and many other 
purposes. 

Order books are well filled, finished 
steel, aggregating many thousand tons, 
is stored at the producing mills, ready 
for shipment, and this notwithstanding 
the recent labor troubles at the mines 
and in transportation circles. Unfor- 
tunately there has been an interference 
with the mining and delivery of coal and 
with the transportation of finished iron 
and steel, and there is an insufficient sup- 
ply of labor. 

Who Is to Blame? 


If the natural course of business had 
not been interrupted we would now be 
enjoying success and prosperity in our 
industry greater than ever before, so far 
as volume is concerned. 

Who is blamable? The answer is: 
Any one who by word or deed has inter- 
rupted or hindered the operation of the 
natural law of supply and demand; or 
has interferred with the full, free and 
unlimited right to work, to operate and 
to produce. 

All that is necessary to prosperity in 
the United States is the legitimate util- 
ization of our stupendous resources. The 
fault for lack of continual prosperity in 
a measure may be laid at our own doors. 

Just at this time it is generally recog- 
nized there is a shortage of labor, al- 
thought now and generally there are con- 
siderable numbers of idle men who do 
not ask for or desire steady work. For 
various reasons many workmen have re- 
turned to their homes in foreign coun- 
tries. Business here was dull, and be- 
sides, these men on account of very 
large wage rates had accumulated money 
and believed themselves to be independ- 
ent. The shortage in labor, however, 
has come principally as the result of the 
percentage immigration laws which have 
limited the number of workmen who 
would now come to this country if not 
prevented by the laws referred to. After 
some experience these laws are now be- 
lieved by large numbers: to be unreason- 
able. Ostensibly, at least, they were 
aimed at the sudden and large increases 
in the foreigners who were locating here, 
many of them entertaining views hostile 
to the ideas of our government. These 
laws ought to be promptly changed. The 
restrictions upon immigration should be 
directed to the question of quality rather 
than numbers of foreigners coming to 
this country. Measures for limiting the 
numbers of immigrants to those who are 
clearly shown to be healthy, morally, po- 
litically and physically, ought to be clear, 
strict and enforcable; but the number al- 
lowed to come here should be equal to 
the necessities of our industries. The 
administration of the law could be under 
the control of a competent and impar- 
tial governmental commission or depart- 
ment, to be managed for the benefit of 
the general public and not for the pro- 
tection of any special class or the ex- 
ploitation of any impractical or injur- 
ious theory. 
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In spite of the difficulties which have 
confronted industry and appreciably 
frightened investors, the manufacturers 
of steel are now producing, on the aver- 
age, about 75 per cent of their estimated 
capacity. This is more than double the 
total capacity 20 years ago. We are 
making a better quality of steel, are in- 
creasing diversification of shapes for ad- 
ditional uses; and in many ways we are 
extending capacity and effecting eco- 
nomies, although selling prices have not 
kept pace with larger costs. We shall 
soon get back to a basis of business that 
will yield fair profits, if permitted to 
proceed without unreasonable interfer- 
ence. 


As to general business conditions, in 
addition to what has already been said, 
great significance should be given to the 
publications concerning the enormous 
savings bank balances. These show con- 
clusively a disposition to economize, 
whatever may be the reasons. 


In this greatest, richest, most admira- 
ble country there should be the continu- 
ance of prosperity without prolonged de- 
pressions. ‘The iron and steel industry 
can be a decided influence toward prog- 
ress and stabilization. 


Some of the Reasons Why 
Some Clerks Do Not Get On. 


They talk a great deal, but say 
very little, because they do no think- 
ing or studying. 

They look into everything, but 
see nothing, because their brains are 
not developed. 

They have a hundred irons in the 
fire, but none of them is hot enough 
to be welded. 

When told to do anything, they 
stand around and ask questions in- 
stead of going to work and using 
their intelligence. 

If called upon in an emergency, 
they tell you that this or that is the 
work of some one else—that it is 
not their work. 

They are half-hearted and lack- 
ingein energy, originality, push and 
perseverance. 

Their minds are not on their 
work. 

They are careless and make mis- 
takes. 

They think only of their salaries. 

They are superficial and do noth- 
ing well or thoroughly. 

They are lazy and will not take 
pains or put themselves out if they 
can possibly help it. 

They are not careful about their 
personal appearance, their dress or 
their manner. 

They are uncertain in their action 
because they are always subject to 
outside influence. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Maintain Distributing 
Houses in Eight Cities. 

In a recent issue mention was 
made of the fact that the Meyer 
Furnace & Supply Company had 
been organized to operate as a dis- 
tributing house in Milwaukee, Wis- 
consin, for the Meyer Furnace 
Company and F. Meyer & Brother 
Company, both of Peoria, Illinois. 

The Meyer interests are now rep- 


resented, either by affiliated com- 
panies or by branch houses in Oma- 
ha, Nebraska; Sious City, Iowa; 
Kansas City, Missouri, Rock Is- 
land, Illinois; Milwaukee, Wiscon- 
sin; Pittsburgh, Pennsylvania; 
Chicago, and Minneapolis, Minne- 
sota, so that “Handy” furnace pipes 
and fittings, registers and warm air 
furnaces can be obtained by in- 
stallers in the central western states 
on short notice. 


Adkins Believes in Letting People Know How 
He Can Serve Them With Sheet Metal Work. 


West Virginia Sheet Metal Contractor Uses Newspapers, 
Direct-by-Mail Advertising to Good Advantage. 


HEELING, West Virginia, 

enjoys the privilege of hav- 
ing at least one sheet metal con- 
tractor and warm air furnace in- 
staller who believes in letting peo- 
ple know that he is in business and 
in telling them what he is able to 
do for them. 

As will be noticed from the two 
advertisements shown in the accom- 
panying illustrations, the Adkins 
Roofing Company makes ventila- 
tors, skylights of copper and gal- 
vanized iron and also installs warm 
air furnaces. 

Note the text matter in the fur- 
nace advertisement. 


“In buying a furnace, the first 
consideration is to secure comfort; 
the next step is the best furnace on 
the market, and the most important 
thing is—a man who knows how to 
install them and make general re- 
pairs.” 

The Adkins Roofing Company 
puts the emphasis in the right place 
—“a man who knows how to in- 
stall”—for no matter how good the 
construction of the furnace may be, 
there will be little comfort for the 
occupants of the house, unless it is 
properly installed, and the nat- 
ural inference is, of course, that the 
Adkins Roofing Company employs 








Made in all sizes. 
Galvanized Sky Lights made to 
order. 


Adkins Roofing Co. 


Storm proof and built to last. 


Copper and 


86 Zane Street 
Wheeling, West Virginia 





This Advertisement Tells Its Story in Few Words. 


only men who know the installation 
game from A to Z., 

Such an advertisement inspires 
confidence, and that is what brings 
business. 

AMERICAN ARTISAN has always 
maintained that the saying, which 











In Buying a Furnace 


The first consideration is to secure com- 
fort, the next step is the best furnace on 
the market and the most important thing 
Isa 


A MAN WHO KNOWS HOW 
TO INSTALL THEM 
AND MAKE GENERAL REPAIRS 


We Handle the ¥X Century 
ADKINS ROOFING CO. 


Phone 1122 WHEELING, W. VA. 


A Good Furnace Advertisement. 


has been credited by some to Elbert 
Hubbard and by others to Ralph 
Waldo Emerson—that “the world 
will beat a path to the house of the 
man who makes a better mouse- 
trap’—is wrong in principle, be- 
cause unless he lets people know, 
and proves it to them, that his trap 
is really better, they will let him 
starve to death while waiting for 
them to come and buy. 





Practice your joys today and 
postpone your sorrows till tomor- 
row—which never comes. 
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Plan for Installation of Warm Air Furnace 
in House With Only Part Basement. 


Owner Had Certain Ideas Which Had to Be Followed 
and at Same Time the Job Must Be Satisfactory. 


UITE frequently the installer 
is confronted with the prob- 
lem of placing a warm air heater in 
building, the basement of which ex- 
tends only under a portion of the 
house, and in the accompanying il- 





Charles Dehn, Smithton, Illinois. 
The owner insisted on heating the 
second floor with adjustable ventil- 
ators gnd the first floor with floor 
registers. 
The basement is located in the 
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away from the cold side of the 
house. 

For this reason 12 inch pipes 
were specified in each of the four 
rooms downstairs, which rooms also 
contain the ceiling registers. The 
shorter runs obviously will draw 
-more heat than the longer ones, but 
this is required because of their lo- 
cation on the north side of the build- 
ing. 

The kitchen of course being ex- 
posed on three sides would normal- 
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Plan for Warm Air Heater Installation in House With Basement Only Under Part of Building. Installation Made by 


lustration a plan is shown which 
solves such a problem in a very sat- 
isfactory manner, the layout being 
made by the Engineering Depart- 
ment of the MHaynes-Langenberg 
Manufacturing Company, St. 
Louis, Missouri, makers of Front 
Rank warm air heaters and fittings; 
the installation work was done by 


Charles Dehn, Smithton, Illinois. 


north end of the building only, so 
that the warm air heater could not 
be placed near the center. This con- 
dition was met by locating the heat- 
er as near the south wall of the 
building as could be done without 
interfering with the firing, so as to 
equalize the pipe runs as far as pos- 
sible. Fortunately, the long runs are 





than 10 


ly require a larger pipe 
inch, but as is the case in most farm 


houses, they figure on _ partially 
heating the room with the kitchen 
range. . 
There is a temptation in a case of 
this kind where the warm air heater 
is in one end of the building, to run 
all of the pipes from the most con- 
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venient side of the casing. Atten- 
tion is called to the manner in which 
these pipes have been evenly spaced 
around the entire circumference. 

This system as planned is _ sufh- 
cient to heat all parts of the house, 
downstairs, to seventy degrees in 
zero weather, without forcing the 
warm air heater. 

It will be noted on the drawing 
that “no register borders are to be 
used.” Occasionally the owner will 
insist on not putting such items into 
the installation in order to reduce 

- the cost, but it is always good policy 
to make a strong effort to complete 
the job as it ought to be. 


Nelson Solves Range 
Boiler Problem. 


On page 36 of our October 21st 
issue, one of our Kansas subscribers 
requested information as to the 
proper manner of connecting two 
hot water tanks with a laundry 
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the laundry stove and the warm air 
furnace, as indicated by the crosses 
in the sketch. 

But if it is deemed preferable to 
use both tanks, he must hook up as 
shown in the drawing herewith, and 
this connection will work satisfac- 
torily with both heaters or sep- 
arately. 

Yours truly, 
GEORGE NELSON. 
Chicago, October 27, 1922. 





A. C. Tinker Has Built Up 
Large Furnace Business. 


In the city of Conneaut, Ohio. 
there is a man by name of A. C. 
Tinker who has made an unusual 
record for efficiency as a salesman. 
In fact, he may well be classed 
among the pioneer salesmen of 
pipeless warm air furnaces, as he 
was one of the first representatives 
of the Homer Furnace Company in 
the state of Ohio, and during the 
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Method of Connecting Two Hot Water Tanks with Laundry Stove and Warm 
Air Furnace. 


stove and a warm air furnace, so 
that they can be used separately or 
together, according to season. 

The following reply has been re- 
ceived from Charles Nelson, one of 
our subscribers in Chicago, whose 
method of connecting the two tanks 
is shown in the accompanying illus- 
tration: 

To AMERICAN ARTISAN : 

In regard to the two hot water 
tanks, Mr. Pischke can cut out the 
30-gallon tank altogether and use 
the 66-gallon tank alone, connecting 
the latter in the usual manner with 


past four years has sold over 1,400 
Homers. 

Mr. Tinker is now organizing a 
selling company, under the name of 
the Liberty Specialty Company, the 
stock of which is being disposed of 
among his friends in and near Con- 
neaut, and one of the expected re- 
sults of this move will undoubtedly 
be a still greater record of sales. 





“A small man can make a big job 
shrink to littleness, but it takes a 
big man to make a little job grow 
into a big one.”—Rudygram. 
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These Good Rules Will Make 
Furnace or Range Draw Better. 


The following suggestions on 
chimney construction will be found 
helpful in remedying troubles which 
often are laid against the warm air 
heater or the kitchen range, when 
really the fault is with the chimney. 
They appeared in a recent catalogue 
of the James Spear Stove and Heat- 
ing Company: 

The range and heater does not 
have a draft, but the chimney does; 
therefore, have the flue large 
enough, and have a separate flue 
for each appliance. 

Do not have several terra cotta 
flues in one chimney without a di- 
vision of either brick or cement be- 
tween them; the terra cotta will 
crack and cause leaky flues, which 
checks the draft. 

Do not have a dead air space of 
more than 12 inches below where 
the smoke pipe enters the flue. 

Do not parget the inside of flue— 
the sulphur and moisture loosens 
the pargeting and you have a rough 
or leaky flue. 

Do not use glazed terra cotta for 
flue lining. 

When the kitchen flue is lined 
with cast iron pipe, in order to allow 
for a ventilating space around the 
pipe, have the joints sealed with 
iron filings and sal ammoniac. 

Have this cast iron pipe extend 
at least 12 inches above the top of 
the chimney capping. 

Have your chimney extend not 
less than 12 inches, and from that 
to 24 inches, above the highest point 
of the house; this will avoid a down 
draft and the apparatus will draw 
satisfactorily whichever way the 
wind blows. 

If you put a stone top over your 
open fire grate or other flue, see that 
the space between the under side of 
the stone and the point where the 
chimney stops is the same distance 
2s the diameter of your flue. 

A stone chimney should have a 
brick or heavy terra cotta lining. 

An old chimney may be large 
enough and high enough, but should 
it need pointing at the top you will 
have a poor draft. 
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Do not reduce the size of your 
smoke pipe on appliances, but en- 
iarge the hole leading into the flue. 

Do not build a house without at 
least one open fire grate for either 
wood or coal burning; they are an 
addition to the eomfort and health 
of the home. 

Have your open fire grate flues 
fitted with a ratchet damper. 

In setting terra cotta flue lining 
in the flue see that they set square- 
ly on each other, and in good mor- 
tar or cement. 

A single oven range should have 
a flue not less than 8 by 8 inches in- 
side diameter, and preferably 8 by 
12 inches. 

A double oven range should have 
an 8 by 12-inch flue, although if a 
high chimney and perfectly straight, 
a’ family double oven range will 
draw in an 8 by 8-inch flue. 

A family single or double oven 
range should have 8-inch cast iron 
soil pipe for a flue lining where a 
flue is being provided around this 
pipe for ventilation; in such cases 
the brick flue need not be lined with 
terra cotta, but should be 12 by 16 
inches inside diameter. 

For a Number 40, or less size, 
warm air heater, there should be 
an 8 by 12-inch flue, and for the 
larger sizes 12 by 12-inch flues. 

Where a battery of two heaters 
is being connected to one flue, it 
should not be less than 12 by 16 
inches. A separate flue may be used 
for each heater. 

An open grate flue should not 
be less than 8 by 12 inches, and 
larger, depending on the size of the 
open fire grate or fire place. 

A laundry pipe hole should be 5 
inches in diameter, except where a 
water jacket is used; in such case 
it should be 6 inches. 

Do not have a portable range set 
against the lath and plaster parti- 
tion without protection. If a 
studded partition is unavoidable, 
line the back with zinc or slate, al- 
lowing an air space, and also have 
asbestos paper tacked up against the 
space before lining. 





The cheap things always fai’ 
when we can least afford it. 
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Furnace Dealer Stresses Long Life of His 
Product to Gain New and Satisfied Customers. 


Educate. Purchaser to Need of Careful 
Selection Is Michigan Man's Selling Aim. 


SATISFIED customer is ever 
A to be sought, and while there 
may be no “repeat” order in the 
sale of a furnace which “lasts a lif- 
time” it should be remembered that 
the furnace purchaser buys other 
articles as well, and on his satisfac- 


Michigan, and president of the 
Michigan Retail Hardware Associa- 
tion, as published in the Port Hur- 
on Herald. 

Mr. Sturmer believes in the 
Homer pipeless furnace and he 
backs his faith before the people of 





ket. 


Phone 98 





Let me demonstrate to 
you its qualities and meth- 
ods of construction. When 
making a lifelong invest- 
ment such as purchasing 
a furnace, you should buy 
a HOMER, the best pipe- 
less furnace on the mar- 


Chas. A. Sturmer 


Hardware and Toy Store 





903 Military Street 








Furnace Selling Appeal of Charles A. Sturmer, Hardware Dealer, of Port Huron, 
Michigan. 


tion may depend a reference lead- 
ing to other sales. 

Thus the purchase of a furnace 
which is a “lifelong investment” is 
a matter of concern both to the 
merchant and buyer. A furnace 
may be a furnace to a prospective 
buyer, but the dealer knows better 
and it is up to him to educate the 
purchaser that the proposition is a 
matter of serious and careful se- 
lection. 

This is the selling theme in an 
advertising message prepared by 
Charles A. Sturmer, the well known 
hardware man of Port Huron, 


his community in a direct, unequiv- 
ocal statement. He says _ point 
blank : 

“Let me demonstrate to you its 
qualities and methods of construc- 
tion. When making a lifelong in- 
vestment, such as purchasing a fur- 
nace, you should buy a Homer, the 
best pipeless furnace on the market.” 

This constitutes the entire body 
type of the advertisement. The cap- 
tion bears the well known trade 
slogan of this product, “What’s 
Home without a Homer” and we 
suspect Mr. Sturmer is making wise 
use of the advertising suggestions 
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of the Homer people. 

Of course, the ad carries a small 
cut of the furnace, illustrating the 
distinctive feature of its “Thermo- 
Seal” inner lining. 





H. B. Huffaker Sells Wise 


Furnaces in Iowa and Nebraska. 


H. B. Huffaker, who for several 


years was connected with the warm 
air furnace and sheet metal depart- 
ments of the DeVoe Hardware 
Company, Council Bluffs, Iowa, is 
now in business for himself asa 
manufacturer's agent covering 
Western Iowa and Nebraska. 

Among the lines that Mr. Huff- 
aker is selling to the retail trade are 
Wise warm air furnaces, Hardwick 
stoves and Pointer ranges, and he is 
now arranging to add a good line 
of furnace pipe, fittings and regis- 
ters. 





Installers Should Advise 
Customers on Proper Firing. 


In many instances, the blame is 
put on the warm air furnace or 
boiler if the house is not comfort- 
ably heated, when as a matter of 
fact, the fault is with the method, 
or lack of method, or firing. 

A number of articles have been 
published by us in recent issues on 
this subject, and here is another, 
the substance of it being taken from 
a pamphlet published by the Con- 
sumers’ Company, one of the large 
coal merchants in Chicago. 

“Start the fire with kindling in 
the same manner as with hard coal, 
adding enough coal to fairly cover 
the kindling (it is best to use a few 
large lumps of coal for the pur- 
pose ). 

“Leave the drafts on full until the 
lumps covering the kindling are 
burning well and are red hot, then 
fill the firebox to the usual level. It 
is best to leave a part of the live 
coals uncovered at the rear of the 
firebox. 

“When this burns low push some 
of the live coals back from the front 
of the firebox. It does not matter 
at this time whether the firepot is 
filled with fine coal or lumps as 
either will burn equally well. 





AMERICAN 


“It is now necessary to take a bar 
or poker and make one or more 
vertical holes in the coal from the 
top of the fire through the grate 
bars. The walls of these holes will 
soon become red hot and practically 
all the smoke and gas will be com- 
pletely burned while going through 
the fire bed. Within a short time the 
entire bed of soft coal will have 
burned into coke. 


“Best results will be obtained if 
the fire is not mixed up by shaking 
or using a slice bar, provided the air 
holes are kept open from the top of 
the fire to the grate. 

How to Bank Fires. 

“In banking the fire for the night, 
cover with sufficient coal and leave 
all drafts open except the ashpit, 
which may be closed. 


“In the morning, open ashpit 
draft, and close check damper, break 
up coke if necessary, feed coal when 
needed. 

“After a little experimenting 
there should be no difficulty in ad- 
justing drafts to get satisfactory re- 
sults, and semi-bituminous coal, 
burned in the above manner, will 
give ample heat with little smoke. 


“When firing see that smokepipe 
damper is open and ashpit drafts 
and check damper closed. 

“Shake sparingly; leave a little 
ash on the grate bars. 


“Tt is the nature of the coal to 

burn up clean with very little ash. 
Hints on Use of Hard Coal. 

“The man who is taking his daily 
exercise with a shovel loaded with 
hard coal should lay in a supply of 
the smaller and cheaper sizes to mix 
with the ordinary domestic sizes, 
and then: 

“Bank the fire at night by shovel- 
ing on a top dressing of buckwheat, 
which holds down the draft and 
aids in the proper and economic 
combustion of the coal body as a 
whole. 


“In the morning, the furnace 
should be shaken down as usual and 
fired with some of the larger size 
coal. After this is burning well, the 
fite can be checked by using a quan- 
tity of the fine coal as a top dress- 
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“It is best where possible to keep 
small sizes separate from the larger 
size, so that the amount of each size 
of coal used can, be varied to suit 
weather conditions. 

Layer of Ashes on Grate. 

“Always have a layer of ashes on 
the grate to keep the coal from fall- 
ing through. If there is a good bed 
of fire, put the large coal on first 
and then spread a smaller amount 
of buckwheat or pea coal, in order 
to conserve the amount of large size 
coal used. 


“Shake the grates with short 
strokes so as not to dump any un- 
burned coal through the grate. 
From time to time, slightly loosen 
the bed of burning coal with a poker 
so that the air can pass through 
more freely. 


“Add fresh coal in small amounts 
as frequently as necessary rather 
than in large amounts at long inter- 
vals. 

“Tf the instructions are followed, 
the number of tons used will be 
actually less than if nothing but 
large size coal is burned, and the fire 
will be more easily taken care of.” 





Editor’s Note: Installers will do 
well by giving the information. in 
the foregoing to their customers, be- 
cause the observance of these sim- 
ple rules will frequently prevent the 
cause of possible complaints as to 
the furnace. 





Clear Thinking as a Habit 
Makes for Efficiency. 

Form the habit of Thinking! 
Then your daily stunt will become 
increasingly effective; then your 
advancement will be asured. 

And when you find yourself 
under exceptional pressure of re- 
sponsibility, when the manager 
seeks you out, when you meet face 
to face a serious problem of busi- 
ness diplomacy or social etiquette, 
when the unusual happens, you will 
be able to exert the power of self- 
possession over your mental and 
physical faculties—you will be able 
to Think! 

Think! when you act. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 


Heating and Ventilating 
System for School. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Louts, 


Missouri. Written especially for 
American Artisan and Hardware 
Record. 


In the last 12 to 15 years, the 
exhaust fan has played a great part 
in creating positive circulation, car- 
rying heat and diffusing the vent 
air. Now it is seldom that a school, 
hotel, or other public building, is 


close to the incoming register, so 
that the air must flow throughout 
the room and circulate and eventu- 
ally find its way back to its starting 
point before escaping. But in venti- 
lating the construction of building 
is such, especially in later years, 
that there is a considerable leakage, 
through window sills and doors to 
say nothing of fireplaces, outdoor 
registers, etc. 

The- sheet metal man who is ac- 
quainted with these systems feels 
it is one of the greatest fields of 


News from Various Branches of the Sheet Metal Trade. 





up so that a very graceful appear- 
ance is left. 

Then there is also the case where 
the shop workman must get out 
various parts in the shop and ship 
them to the job. On many of the 
larger jobs, a cornice brake is 
shipped direct to the job, and here 
all things are made up, always 
working in advance of the erecting 
gang. But when the various things 
must be made up in the shop, the 
workman must figure out a system 
of numbering the various parts. To 
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not equipped with some sheet metal 
duct construction for conveying the 
fresh heated air and also taking 
away the foul air. Some of these 
jobs are quite large, taking from 6 
to 18 months to complete and some- 
times longer; so there is a good 
many thousand pounds of sheet iron 
worked up. 

In our plan of this drawing we 
show a system installed in a school 
house a few years ago, and it shows 
how a fan is placed toward the cen- 
ter of the school for diffusing the 
air both ways. A great advantage 
with fan connected heating systems, 
is that we have a positive flow of 
air, and this air entering a room will 
cause other air to circulate and 
escape, as best it can. This means 
of escape is often made by sheet 
metal ducts placed near the floor, 





work developed in recent years, and 
in this, he is perfectly right. A 
great many of these workmen feel 
that most of this work is just plain 
common straight and square work, 
elbows, tees and those fittings are 
made as simple as possible. 

This may be true to the vision of 
rank and file, but not for men who 
follow engineering practices, and 
have ample occasion to design and 
lay out many wonderfully compli- 
cated fittings. In speaking of de- 
signing, it is not always that the 
engineer designing the system, 
gives full details, and so much is 
left to the man on the job to use his 
judgment and experience. This is 
especially true where work must be 
exposed. In such cases some work- 
men make fearful jobs, while others 
take care of their designs and make 


Fan Ventilating System for School Building. 


do this, it is best to have some num- 
ber possibly as a V to represent 
vent, and H to represent heat ducts, 
and then start from either the fan 
and work both ways, having a sys- 
tem of numbering north or south 
or east or west, or the name of the 
wing to which the duct is to lead 
to. These numbers must be placed 
direct on the plan, as well as on 
the fitting, so that when the work 
is shipped to the job and another 
workman not acquainted with your 
schemes, is sent to install the work. 
he can easily decipher the various 
fittings and place them in accord- 
ance to the marks on your drawing. 

In either event, the mechanic get- 
ting out the work could start on one 
end and continue ail the way along. 
thus finishing up one run of duct 
at a time. There is nothing anv 
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worse than jumping around from 
one duct to the other, as fancy 
might dictate. Some engineers de- 
signing heating systems are very 
particular, and require their speci- 
fications to be lived up to minutely, 
while others are not so particular, 
and permit the sheet metal men con- 
siderable latitude in design as well 
as in using material, that former 
practice has found satisfactory. 
The matter of studying drawings 
to become acquainted with the en- 
gineer’s intention, is of great im- 
portance to the mechanic. This 
is something that no beginner can 


pick up on the spur of the moment, 
but it requires many months of con- 
tinuous examination and working 
from, taking measurements, follow- 
ing designs, etc. Another splendid 
method of becoming acquainted 
with plans is to begin to draw them, 
and still another is to borrow such 
plans from various shops and from 
them make detailed lists and get out 
the various fittings on paper, filling 
in between the fittings and straight 
pipe. After the plans have been 
mastered they are then returned. 
This practice has great advantages 
for any ambitious workman. 


Spread Between Prices of Raw Copper and 
Spelter and Finished Products Must Be Greater. 


Prominent Manufacturer Gives Pertinent Reasons for 
Apparently Unduly High Prices on Copper and Brass Sheets. 


IIERE has been much discus- 
sion among metal men during 
the past few weeks concerning the 
prices of products of rolling mills 
in the copper and brass industry. 
The contention has been made that 
advances in prices have been abnor- 
mal and not consistent with the cost 
of raw metals. The following state- 
ment from one of the leading Amer- 
ican fabricators of copper, brass 
and bronze, may be taken as repre- 
sentative of the view of the matter 
held by rolling mill men generally: 
“At the outset I wish to say that 
at no time that we can remember, 
except perhaps during the war 
period, have outward appearances 
been more misleading than they 
have during the past two years or 
more. The average buyer who tries 
to keep a record of price fluctua- 
tions refers to his records and finds 
that at a certain time, with copper 
and spelter at a certain price, his 
brass cost him a certain price, and 
he now figures that he is asked to 
pay a wider spread between the cost 
of raw metal and the finished prod- 
uct, all of which may be true. 
1921 Prices Below Cost. 
“In the first place, for more than 
a year we went through a period of 
acute depression, and in the anxiety 
to secure tonnage and thus move ac- 


cumulated metals and find work for 
sufficient men to maintain operating 
organizations, prices were made that 
were below the actual cost of pro- 
duction. Again, there was a vast 
amount of unemployed labor, mak- 
ing possible the seeuring of labor at 
comparatively low rates. Stable 
commodities, like fuel of all kinds, 
lumber, oils and various items in 
constant use, were low in price, but 
with the resumption of business all 
of this changed. Mills became busy 
and did not find competition that 
necessitated the making of prices 
below cost. Labor became em- 
ployed and rates advanced—in our 
case nearly 50 per cent. Coal and 
other fuel increased from 100 per 
cent to 400 per cent, and so with 
practically all other items, all of 
which has had a material effect on 
prices regardless of raw _ metal 
values. 
War Scrap All Used. 

“The most vital factor, and the 
one which is least recognized, is that 
of secondary metals. Since the war 
inillions of pounds of metal in vari- 
ous shapes have found their way 
back to the brass and copper mills 
for conversion into finished prod- 
ucts. There came from England 
alone approximately 50,000 tons of 
cartridge cases that went to brass 


AMERICAN ARTISAN AND HARDWARE RECORD 29 


mills and were converted into sheet, 
rod, wire and tubes. This is only 
one item, but is a good illustration. 
Cases were sold as low as 7 cents 
at a time when the market values of 
the copper and spelter contents were 
over 9 cents, and in making prices 
sellers did not use new metals as 
their basis, but used instead their 
costs for secondary metals, so that 
today when new metal costs must 
be used as the basis, the differential 
looks all out of line with the differ- 
ential that has prevailed in the past. 
Secondary metals such as we refer 
to—an aftermath of the war—are 
practically all absorbed. Here and 
there a small amount appears, but 
the tonnage involved is not suf- 
ficient to cut any material figure. 

“We are getting back to pre-war 
conditions to some extent, or so far 
as normal requirements of consum- 
ers are concerned, but with higher 
wage rates, higher costs for all com- 
modities that enter into our manu- 
facture, to make no mention of 
higher taxes, city, county, state and 
federal, that constitute a part of 
cost. 

“Brass and copper mills, with but 
very few exceptions, have steadily 
lost money for two years—a condi- 
tion that could not be expected to 
prevail indefinitely, and with a re- 
sumption of business they are only 
trying, through fair, reasonable and 
consistent prices, to do business on 
a basis that will show results in 
black figures instead of red.” 


Wants to Buy Sheet Metal 
Shop for Spot Cash. 


F. A. Douglass, who has been in 
the sheet metal contracting busi- 
ness for many years, has just sold 
his shop in Harvard, Illinois, and 
now wants to buy another in a city 
of five or ten thousand people with- 
in a hundred miles of Chicago—for 
spot cash. 


Mr. Douglass has been a subscrib- 
er to AMERICAN ARTISAN for more 
than forty years. 

Anyone who wishes to corre- 
spond with Mr. Douglass with a 
view to selling may do so by ad- 
dressing him in care of this office. 
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There Are Times When It Is Best to Say No, 
Even If You Would Like to Say Yes. 


Greenberg Gives Some Sound Advice on the 
Matter of Saying Yes or No to Salesmen. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
J. C. Greenberg, Cleveland, Ohio. 


ILL BUYER was what you 

might call in a tight pinch. 
Bills were coming due and no 
money to pay for them. But to 
tell it Bill’s way, here is how he 
stood : 

“The cashier of the bank is my 
brother-in-law, and he told me last 
night that there were more checks 
than money and that I would have 
to make a loan in order to meet my 
obligations. I asked for the loan of 
a thousand dollars and the president 
of the bank wanted me to give him 
a statement of my business so he 
could see all about my assets and 
liabilities. Well he wanted to make 
sure that I was good. So I went 
back to the shop and wrote down 
the figures as I saw things were, 
and came back to the bank. “Noth- 
ing doing,’ he said. ‘Bring me your 
books so I can see a trial balance. 
I want to see just exactly how you 
stand.’ Well, here Iam. I do not 
keep a regular set of book keeping 
and I am up against it hard.” 

“Well,” I asked, “what are you 
going to do?” 

“There is one salvation,” Bill an- 
swered. “There is one job hanging 
fire that I can get if I bid low 
enough. I am arranging to take that 
job at cost. This will land the job 
and will give me money with which 
to pay my bills, and at the same time 
to hold my men so I can have them 
when I really need them. There is 
no other way out for me in this 
case. I simply must have the 
money !” 

I felt sorry for Bill, and I could 
not help him any. I decided that 
when a man is up against it, the 
best way out is to show him where 
he is wrong and save him from an- 
other pinch like the one he is in. 
So I said, “Bill, you are in a bad fix, 
and the trouble is that you do not 





know how to say the one word 
which is ‘No.’ ” 

“What do you mean?” Bill asked. 

“T mean, Bill, that you do not say 
‘No’ when you should say it. You 
are overstocked at present. You 
have more goods than you can use, 
and the bills are due with the goods 
unsold. If you had said ‘No’ to 
the salesman who so successfully 
overstocked you, you would not 
have the bills to pay. Whenever 
a salesman tries to bull you into 
buying more than is consistant, say 
‘No. Don’t fall for it just because 
the price is a little cheaper in larger 
quantities than you can use. Had 
you said ‘No’ instead of ‘Yes,’ you 
would not be in bad. A good buy- 
ing proposition is only good if you 
can SELL the goods at a profit. 
Here you have a lot of goods and 
the bills due, just because you did 
not know how to say ‘No.’ ” 

“You are right,’ Bill admitted, 
‘but he put up such a good argu- 
ment about advances in price that I 
fell for it.” 

“That was all a bluff as far as 
vou are concerned,” I answered. 
“The buying of a price does not 
mean anything. Buy goods to sell. 
You can see that the bank does not 
take any stock in your judgment. 
Now you have to take a job for 
nothing just so that you can scrape 
together enough money to pay. This 
makes the price of your goods 
higher instead of cheaper because 
you pay for the goods with the 
profit that you should make on the 
job you are about to take. You are 
robbing yourself in order to have 
goods you cannot use for profit. Do 
you get this, Bill?” 

“Yes, I get you all right,” Bill 
answered. 

“Now, the refusal you got at the 
bank,” I went on, “is due to the 
fact that the bank cannot place con- 
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fidence in a man who will buy goods 
and go into debt without first seeing 
how he can dispose of them. They 
asked you for a statement of your 
business in order that they may see 
how your business looks. But you 
do not even have a good bookkeep- 
ing system to prove your standing. 
Would you put money in a bank 
that would loan money to men who 
do not know their business ?” 

“T would not,” Bill assented. 

“Now, Bill,” I said, “you spoke 
about keeping your men together. 
It is all right to have men employed 
if you have the work in which they 
will earn profit for you. Instead, 
vou figure to get enough money to- 
gether out of that job at cost that 
you are figuring on, just so the men 
will have wages. This is very kind 
of you, but in this case you are em- 
ployed by the men instead of you 
employing the men. What kind of 
a business do you run anyway? No 
wonder the bank turned you down. 
No man can stay in business by do- 
ing work at cost and pay wages 
only.” 

“Well, what can I do? I am up 
against it bad,” Bill said desper- 
ately. 

“There is no answer to your 
question, Bill,” I replied. “You are 
not in business, you are in trouble. 
The best you can do now is to avoid 
such bad buying methods, and to 
get a good bookkeeping system so 
that you can prove to the bank that 
you are a safe risk. Learn to say 
‘No’ at the right time. Learn to buy 
right and to sell right. If you do 
not learn this, you are a ‘gonner.’” 

There are many of us who are 
precisely in Bill’s fix. We say “Yes” 
when we should say “No.” If we 
could just learn to say “No” when it 
is necessary we would be able to 
earn profit. Instead of saying “Yes” 
to a good bookkeeping system, we 
say “No.” Instead of saying “No” to 
a bad buy, we say “Yes.” Instead 


of saying “No” to a profitless job, 
we say “Yes”—and instead of say- 
ing “Yes” to profit we say “No.” 
Let us get our heads together and 
learn to say “Yes” when necessary, 
and “No” when it is necessary. 


“ce ” 


Learn to place “yes” and “no 
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where they belong, and success is 
won. 

Just take your time and study 
this article. Just see how many 
times you have done things against 
your best judgment—that is, you 
have said “Yes” instead of “No.” 
Every fialure that ever was carried 
out was primarily due to the fact 
that “Yes” was uttered instead of 
“No.” 





AMERICAN ARTISAN 
Is Great Help to Him. 


Frank Rimnac operates a sheet 
metal and plumbing shop with 
“hardware in connection,” in Minn- 
esota, being one of the thousands of 
our subscribers who find in AMERI- 
cAN ARTISAN AND HARDWARE 
Recorp help in many different 
ways, as he says in the following 
letter : 

To AMERICAN ARTISAN: 

Enclosed you will find my check 
for $2.00 in payment of my sub- 
scription for next year. I must say 
that AMERICAN ARTISAN is a great 
help to me in many different ways, 
such as solving pattern and heating 
problems, and I hope that it will be 
just as good—and probably better 
next year. 

FRANK RIMNAC. 
——, Minnesota, October 27, 1922. 





Steel Corporation Did Not Earn 
Dividend on Common Stock. 


Superficially at least, the past 
week’s principal items of financial 
news were disappointing. The earn- 
ings statement of the United States 
Steel corporation for the three 
months ended September 30 again 
showed failure to earn the full divi- 
dend on the common stock. The 
directors of the Studebaker corpo- 
ration declared only the regular 
quarterly dividend on the common 
stock, thereby failing to continue 
the extra of 1% per cent declared in 
July. Analysis of both items, how- 
ever, is likely to mitigate any disap- 
pointment. 

The steel corporation’s statement, 
showing net earnings of $27,468,339 
compared with $27,286,945 in the 
preceding quarter, covers the worst 


period of the coal and rail strikes 
and is no reflection of the demand 
for steel or of general business con- 
ditions. 

98 Cents of Common Earned. 

Net income for the quarter was 
$16,297,394, equivalent to 98 cents 
of the $1.25 common dividend, com- 
pared with net of $16,219,513, or 
96 cents on the common stock, in 
the preceding quarter. The direc- 
tors, however, declared the regular 
dividends of 134 per cent on the 
preferred and 1% per cent on the 
common, taking $1,339,602 from 
surplus to make the payment. The 
deficit in the preceding quarter was 
$1,462,345. Net earnings for the 
third quarter of 1921 were $18,918,- 
058, and for the first quarter of this 
year $19,339,985. 

September was the hard month 
of the quarter, with net earnings of 
only $7,727,721, compared with 
$11,324,059 in August and $10,- 
544,672 in July. The August figure, 
excepting for June, was larger by 
nearly $2,000,000 than in any month 
since January, 1921; but the Sep- 
tember figure was the _ smallest 
since last February. In August, 
with fuel supplies at the danger 
point, and no assurance of a settle- 
ment of the coal strike, steel mill 
operations were reduced and the re- 
duced shipments of September were 
the consequence. 





Copper and Brass Research 
Association to Plan Campaign. 


Plans for the 1923 publicity cam- 
paign of the Copper & Brass Re- 
search Association will be formu- 
lated at a meeting to be held at the 
offices of the Association, 25 Broad- 
way, New York City, December 
sth. It is understood the Associa- 
tion plans to extend its campaign to 
the newspaper field, and will use 
300 dailies next year. 





You have probably noticed in 
towns where some of the business 
men hang back and will not help 
boost those fellows who hang back 
are very willing and even glad to 
profit by the general business wel- 
fare work that the rest do to make 
business better. 
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Notes and Queries | 


Copper and Brass Name Plates. 
From J. E. Marks, Ettrick, Virginia. 

Please advise me where I can ob- 
tain heavy copper or brass name 
plates. 

Ans.—The Fred J. Meyers Man- 
ufacturing Company, Hamilton, 
Ohio; General Etching and Manu- 
facturing Company, 312-316 South 
Hamilton Avenue; The C. H. Han- 
son Company, 178 North Clark 
Street, and Imperial Brass Manu- 
facturing Company, 1200 West 
Harrison Street; all of Chicago, Il- 
linois. 














Insulated Copper Wire. 


From Centralia Wire Company, Cen- 
tralia, Illinois. 


‘Kindly inform us who manufac- 
tures insulated copper wire. 


Ans.—American Brass Company, 
Waterbury, Connecticut; American 
Steel and Wire Company, 208 South 
LaSalle Street, Chicago, Illinois ; Il- 
linois Wire and Cable Company, 
111 West Washington Street, Chi- 
cago, Illinois. 

“Z-Ro King” Furnace. 


From Mr. Dede, National Real Estate 
Journal, 189 North Clark Street, Chi- 
cago, Illinois. 


I should like to know who manu- 
facturers the “Z-Ro King” furnace. 


Ans.—Oakland Foundry Com- 
pany, Belleville, Illinois. 


Address of Duparquet, Huot and 
Moneuse Company. 


From Fones Brothers Hardware Com- 
pany, Little Rock, Arkansas. 


Please advise us where Dupar- 
quet, Huot and Moneuse Company, 
manufacturers of hotel ranges, are 
located. 


-Ans.—110 West 
New York City. 
Rotary Throatless Shear. 
From L. L. Hoffman, Wausau, Wiscon- 
sin. 
Please advise us who makes a 
throatless rotary shear that will 


handle 12 gauge and lighter. 


22nd _ Street, 


Ans.—Marshalltown Manufac- 
turing Company, Marshalltown, 
Icwa; Ewert and Kutschied Manu- 
facturing Company, 921 West 49th 
Place, Chicago, Illinois, and Joseph 
T. Ryerson and Son, 2558 West 
16th Street, Chicago, Illinois. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


Non-Ferrous Metals Reach 
New High Levels. 
Swept up by the 
movement, zinc, lead and tin have 
led the non-ferrous metals market 
into new high levels not attained in 
the last two years. The copper mar- 
ket was steady, with electrolytic, 


general bull 


spot and nearby deliveries, being 
quoted at 13.75 cents to 13.87% 


cents, with the top later going to 14 
cents. Tin was easier, with spot and 
futures quotations of $36.00 to 
$36.25. Lead was steady at $6.50 
to $6.85, while the zinc market was 
quiet, with East St. Louis, spot and 
nearby deliveries, quoted from 
$7.10 to $7.15. 


Copper. 

Deliveries of copper into do- 
mestic and foreign consumption in 
October are estimated at 140,000,- 
000 pounds, against 160,000,000 
for September. The falling off was 
attributed to small exports, as well 
as interrupted transportation. The 
indication, however, was that total 
deliveries exceeded refined output 
by 10,000,000 pounds, whereas here- 
tofore the excess has run as high as 
30,000,000 pounds. The tendency 
is toward increased production and 
decreased shipments. Consumers 
have been rendered less confident 
by the reports of cheap copper and 
have been buying conservatively. 
Foreign buying also has been light, 
with keen competition between the 
Copper Export Association and in- 
dependents. The copper situation 
is considered strong statistically, 
with stocks down to normal, but the 
increasing supplies of low cost 
South American copper are a fac- 
tor receiving considerable thought. 
Foundries continue active paying 
13.40 cents to 13.50 cents refinery, 
for casting copper. 


Zinc. 


The tendency in zinc prices is 
still upward, and the market was 


quotable at from 7.10 to 7.15 cents. 
St. Louis, and 35 cents higher in 
New York City. St. Louis zine re- 
ceipts for the week amounted to 7o,- 
620 slabs, as against 48,710 the 
week previous, while receipts from 
January 1 totaled 2,269,700 slabs 
as against 1,528,880 slabs for the 
corresponding period last year. It 
seems probable that domestic de- 
mand for the next few months will 
be fully up to recent volume, which 
has been in excess of production. 
It will not be strange, therefore, if 
the foreign demand causes an acute 
situation, for increasing production 
here is slow to materialize. The sit- 
uation is not an artificial one, and 
while present levels for zinc are un- 
doubtedly high, they come 
about in a perfectly natural manner. 


Lead. 


Offerings of lead continued to be 
light, the holders evidently view- 
ing the situation as in their favor. 
and expecting definitely higher lev- 
els in November. Bids of 6.50 
cents, East St. Louts, were still re- 
November 


have 


ported for prompt or 
shipment, and though there have 
been limited sales reported at that 
price, they are believed to have 
been for October metal that had to 
be specified for, and little appeared 
obtainable below 6.50 cents. Busi- 
ness was moderate in pig lead, but 
some of the most important sellers 
were out of the market, sold up for 
November. 

Tin. 

The bull movement in tin that 
has been under way actively in Lon- 
don and sympathetically in America 
gained momentum, reaching 37.85 
cents for spot Straits, New York 
City, and then reacting later in the 
week to 36.00 cents to 2625 cents. 
Sales during October aggregated 
about 21,000 tons, or as much as the 
world will produce in the next three 
months, indicating the speculative 
trend of the market. American 


traders have been viewing the 
movement with doubt, but occasion- 
al American short sales have been 
followed by a scurry to cover, and 
prices have advanced all the more. 

It was reported that the Ameri- 
can Metal Company had taken an 
ception on the purchase of the tin 
stocks of the 
States, amounting to several thou- 
sand tons. Official confirmation 
was lacking and an official — stated 
his doubt that the option was to be 
closed at the present high levels. 
It was his opinion that the present 
movement was largely speculative 
and out of proportion to the statis- 
tical position of the metal. 


Solder. 


Chicago warehouses quoted sol- 
der prices as follows: Warranted, 
50-50, $25.00; Commercial, 45-55. 
$23.50; and Plumbers’, $22.25, per 
100 pounds. 


Bolts and Nuts. 


Chicago bolt and nut producers 
reported little change in the market. 
with orders booked well for the 
fourth quarter and plant operations 
as extensive as the supply of raw 
material would allow. 


Federated Malay 


At Pittsburgh — specifications 
varied in size and were numerous. 
Jobbers for the most part have well 
filled stocks. Most of the recent 
activity has come from large users, 
although numerous . less-than-car- 
load lots were noted. Though there 
was a wide range in quotations for 
rivets, the general market was cuot- 
able at 3.10 to 3.15 Pitts- 


burgh. 


cents, 


Eastern bolt, nut and rivet manu- 
facturers reported prices slightly 
advanced or unchanged, with speci- 
fications fairly heavy, particularly 
from railway and traction sources. 


Nails and Wire. 


With diminished buying and 
prices unchanged, Chicago makers 
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of wire complained of inability to 
obtain deliveries. It was noted that 
such business as was coming to 
sellers was in smaller lots than 
usual. Wire production was no 
better than in recent weeks, and it 
seemed impossible to increase the 
output. 

Pittsburgh wire manufacturers 
reported an unbalanced demand. 
While sales of nails and plain wire 
were numerous, bookings for 
barbed wire and fencing were ex- 
tremely light. Operating sched- 
ules were at about 70 per cent. One 
company, whose prices are $1 
above Pittsburgh, lost numerous 
orders in that territory, but found 
a market for practically their en- 
tire output in Philadelphia and the 
Eastern market. Prices were un- 
changed at 2.45 cents for plain 
wire and 2.70 cents for nails. 


Tin Plate. 


An inquiry by the Standard Oil 
Company for 150,000 to 175,000 
base boxes of tin plate, to be used 
in putting up package oil for the 
foreign markets, has revived the 
talk of advancing prices to $5 to 
meet steadily rising costs. Several 
months ago American tin plate 
manufacturers figured on tin plate 
for export trade at the low rate of 
$4, but now most are reluctant to 
quote as low as $4.60, while the 
domestic market is unchanged at 
$4.75 per base box of 100 pounds, 
Pittsburgh. 

Specifications continue to be fur- 
nished regularly on contracts and 
tin plate mill operation is on a basis 
of 75 to 80 per cent. The Ameri- 
can Sheet and Tin Plate Company 
operated 60 per cent of its hot mills, 
indicating that between 65 and 70 
per cent of tin mills are active. 


Sheets. 


It appears practically impossible 
for further sheet buying to be done 
in the Chicago market for any de- 
livery during the year. The mills 
are taking fairly good care of their 
customers in the matter of deliv- 
eries, but the demand is insistent 
and there has been some buying 
from valley mills. A Youngstown 
interest recently sold into the Chi- 


cago territory on the basis of 3.50 
cents, Pittsburgh for black and 
4.50 cents for galvanized, which is 
about $3 a ton over the nominal 
Chicago market. 

Users of sheets from the Pitts- 
burgh mills continue to insist that 
orders on the books be shipped out. 
and are seeking daily to increase 
their tonnages to protect them in 
the first quarter. The American 
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Sheet and Tin Plate Company is 
expected to open its books for the 
new quarter within a week or ten 
days. Its quotations remain un- 
changed at 2.50 cents, 3.35 cents, 
4.35 cents and 4.75 cents, Pitts- 
burgh base, for blue annealed, 
black, galvanized and full finished 
automobile sheets, respectively. In- 
dependents are quoting from 25 to 
35 cents higher on these grades. 


Chicago Pig Iron Market Inactive Despite 
Strong Demand For Immediate Deliveries. 


Buyers Hold Off Though Exhibiting Eagerness 
For Spot Tonnages—Price Unchanged at $31. 


HE Chicago pig iron market is 

inactive, except for prompt ton- 
nages. Buyers are continuing to 
hold off, although in need of sup- 
plies, as indicated by eagerness for 
spot carloads. A fair aggregate of 
sales were reported for the week, 
with some inquiry but few sales for 
first quarter delivery. Orders for 
this period are going at $31, the 
same as for prompt material. Weak- 
ness of prices quoted by Eastern 
makers is reflected here, and $31 
continued to be the base price for all 
grades. 

Foreign low phosphorus iron has 
been sold into the Chicago market, 
100 tons going recently at $38, de- 
livered, as compared with the do- 
mestic price of $42, delivered. A 
Chicago manufacturer has made in- 
quiry for 300 tons of foundry for 
November ; a maker of heating ap- 
paratus is seeking 1,000 tons of 
foundry for western plants and a 
railway’s supply manufacturer 500 
tons for western plants. Current 
sales include 1,000 tons of mallea- 
ble to a Wisconsin shop; 100 tons 
to a Milwaukee user; 300 tons of 
foundry and malleable to an imple- 
ment manufacturer; and 200 tons 
of foundry to an Illinois stove plant. 
Southern iron is difficult to sell 
here, and is quoted at $27 to $28, 
Birmingham, although one maker 
will accept $26.50 for prompt iron. 

Pig iron consumers in the Pitts- 
burgh district have been marking 
time, a natural reaction following 


the recent confused condition of the 
market. Buying has been in 50 
and 100 ton lots for immediate nec- 
essities. New inquiries for iron of 
all grades are practically nil. 

A few users have made inquiry 
for first quarter, 193, iron, and in 
the case of several located in the 
Mahoning Valley some lots of be- 
tween 200 and 500 tons have been 
booked for Number 2 foundry iron 
The Number 2 grade (1.75 to 2.78 
silicon) still is quoted at $30 to $31, 
although some small lots have sold 
recently at $31.50 and $32. 

In connection with steel-making 
iron, basic and bessemer, few trans. 
actions are noted. One producin; 
interest closed on six carloads of 
basic at $30 valley to apply on one 
of his contracts. A valley mer- 
chant interest sold several thousand 
tons at this figure. 

A few 50 and 100-ton lot order: 
for bessemer have been booked a: 
$33 valley. 
per-free iron remains quotable at 
$37 to $38. 

The transportation situation con- 
tinues as a factor. Iron stocks ai 
blast furnaces are not large. 


Low phosphorus, cop- 





One thing for any merchant or 
any store to do is to select his com- 
petition. It is just as foolish for a 
retailer in a small town to attempt 
to complete with the big store in the 
city on the high-priced business as 
it would be for Benny Leonard to 
challenge Jack Dempsey. 









Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 
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Niner Glades isu aanswabe’ Snbaditer barat TR Sti mig 
v. A crated. *...765 ccedprcsssccsesccsAe BOS HAY RACK BRACKE’ : 
ELBOWS—Conductor Pi . M GAUGES. Wentiasane. = PRACEEES Adjustabl  cceuemea ohoe ches 
een Steel, Tin 7. arking, Mortise, etc N _e Ba gy EE alate —s 
Piaf nized Steel, Tin and | Terne Wire. > some amb ets) wanzioman’s i ~d aon. sets $18 00 Hay. rton’s Carpenters’ ...... Hy 
o 6 i eee , 
2 =e snek. gee. gauge --$5% imeeemmeassrenees 25% a—©«< doz. sets 19 20 see A Solid Socket....... 35% 
wit? ® neh, 24 gauge :.2:20% Discount .....; 68% and 10% Blind. — a Sickie "deol 1222211359 
sve seeenseeee LASS. ark’ = pac 
Galv., plain or corrugated, round a Strength, ey and B Preece a set 45c WGitaiienge oe ae 
a Std. a eat sposehaseaslll O. Becsecececeeeees ™ | eR EEE + 
36 Gauge el alam... Seat “= le, Strength, A’ ana <e ee. i say Putty. en e Seeene co0e eee 
auge Std. a tie ecccccccccrccccess ussscses 3 Common .....-: 
Square, Corrugated. si Balk, GLUE. Hinges ‘only— sho 110 240 |. Landers ceenvoneeenay 
ae Na ay elensneieens: Mt  -ithpeeengs at ee oe Handle «...++++0++ 38 
Standard’ “Gauge <.100121 2509 itgb amber RS Latches only" "***** ARES soonesecenseeneee ly 
eeeeeeee 0 " eeeereereereeeeee 
Porticn PP sccseseosen ences SOw Army & MNavy..........---40% an 7 Sete HH Door KNOBS. 
“an Gauge Conductor Pipe, Lit ce a 1761—Sx8._..... a Mineral .........Per dos. $2 @ 
noe in or corrugated. ets List cepa rerersetetoosco — % Seeneeny oz. $3 be oe seeeeree Hee 4 
Nested solid ee eeeereeeee lo st “ce eter eee eeeee ececeseeeeeeee o 3% 
sangbneee see sessesecseeeeeD® % Chicago .... LAD 
aie ann % cod BOREASE, AXLE, re, #2°00 nee OS Oe DERS. 
r ee akon a oe —, ~ yl r gro. $13 0 atehicns Petree rs 10% “dommon, p 28 
1-piece Corrugated, Daltorm Hub Ouightitng.+-..e---. 18 Weere *, Iron. com tsoo with Bui “ada ide 
a Ch “- se eseeeeeees 
5-in Doz, Fraser's, 15 Ib. ; Light wee among, 6 60 9 Besse | 
Binch ...sseseseseeeeeeess 8 eee $1.00; 25 Ib | ee strap Hinges, No.# $1 ‘na 00 «—-:10 «to 16 SA dh dbeettiteee 
50 —- abe boot 15 Hub Lightning, 15 Ib. 900; 25 Light T Hinges aes i Bt LANTERN | 
8 ae cdasecanadass 6 Ib. $1.21 eac ; Heavy T Hi en. No. 12 10 8. 
pecial Corrugated. a Extra Hea NO. 4 2000 14 dos. 
6-inch Dos. Brad » AWL. ee rae, Monarch tin, het biest..8 8 
2 Siepebepmnepepreepnets, Ry oe i ae oe eS OS SEM..0- 8 30 
Uniform, Collar Adjustable atent, > ecm “ pa 14 + 3 in... DEF J 100. Ibs. #7 15 Compesaee lanterns No. 6 rT] 
5-in 2. tate a 23 one ; ie © auers O86 
finch soveccevesoccccoscs se zs Sewing. eather top 80 Screw Hook and Bye , 73 Rawhide -Inch ti $2 ~< 
in eeeereereeeee ri eeeeeee ee 
- See, Ge mene ae Ba coccee DOT SER Bale OS 8 ee cece 4 0 
eeeeccere papa oe LEATHERS, PUMP. 
° HES Valve and Plunger...........Net 











» 6 
ae Cm oS 
Asst....---. 12 40 
in. ....each 1 02 
SR. ccc 1 00 


Btove Cover. 
pered .... ++-Der gro. * ge 
Payseon’s ........ seccceccoce® 
LINES. 
--per Jb. ote 


eccccccccocecs *. 236¢ 


Braided Cotton ....... “ 62e 


LINING, 8TOVE. 
ecceecsees++ Per crate 42c 


LOCKS. 


Barn Door. 
No. 60 Stearns. -per dos. 0 00 
No. 80 4 00 


MACHINES 
Stearns No. 1...per dos. $16 


No, 60 Peace’s Spoke, each $16 
MALLETS. 


Fiore Head, we. >? per doz. $16 50 
2 


ieee 


Bricks 


19 60 


oe o. 4 ct) 8 60 
Round ne 3 
escceee Per doz. $3 00— & 00 


Hickory etiecuns --per dos. $2 25 
MATS, 


Door. 
National Rigid ...... 64210&5% 
Acme Stee) Fiexible.......50% 
MEASURES. 


Galvanized, veovescovcse 
Japanned, dos. eencesee Nets 


MITRES. 
Galvanized steel mitres, and 
capa, end pieces, outlets. ..30% 


BERSOP ccccccccccescecees 
Galv. one piece stamped... . 40% 


MOPS 


Cotton, Star (Cut Enda) 


12° 18" 18’ " 24/-8-o2, 
06 


436 660 7 
ecceceeveceseces 1 


Parker ébsteennnsas sce see s -60&5% 
NAILS, 


Cut Steel 





eesces Prrrrrerereet |. 14/4 

Rrass Heads .........-+ 22+ + 25% 
Cccccccccccccccoccsces 10% 
Furnit eascecececs “List plus 15% 


NETTING, POULTRY. 
Galvanized before weaving.. 
Galvanized after weaving.. 


NIPPERS. 


End Cutting. 
Berg’s (Swedish) In. 56 
POP BOGReccccece $12 60 
End and Diagonal Cutting. 
Berg’s (Swedish) In. 6 6 
$10 06 13 00 


40&10% 
--$2 26 


6 
15 20 


Per dozen 


ON ee ee ee 
Vv. & B., No. “62, each.. 


NOZZLES. 
eeeccecees per doz. $9 &0 
5 76 


Railroad. 
Coppered ........+.+.-:; + +-38%% 


Bteel. 
Copper Plated .......50-10-5% 
OPENERS. 


Delmonico .....per dos. $1 
Never Slip....... 


Crate. 
Vv. & B.....per doz. $7 26-11 
PAILS. 


oe weness: omee. 


doz. $9 
doz. 11 
oz. 11 


00 
76 


20-qt. ‘without geese, 

cocccccccscces POE @ 

Ts t.. IC Tin.... doz. $4 00 

13 = - - Por, 6 60 
Steck. 

Galv. a 18 20 

Per ‘aan ts Ms 10 A 12 76 14 56 





Water. 
Galvanized qts. 10 





Per dos......$5 75 eto 13s 
Weed, 2-Hoo +-per dos. Nets 
e, 
Cable, 3- “Hoop ees Nets 
Cedar, oa brass “ Nets 
Dripping ...........0+e.+00+-Net 
ommon PTT eTTiTT TTT TTT... 
Sg eet mesecoatnereys ae 
Paxton, 
 hecceee 8 BO B.S 


Per GOS. ccccccccccccccces 
Neverburn ..... 
Savory. No. 200. 


. per dos. $8 40 


PAPER. - - 
Roofing. ‘er uare 
Mayor, i-ply e ccccccccccocce Hf 
sD Siererstecaeta Be 
Red Rosin .......per ton $111 45 
Sand and Emery. 
Ne i 5 See Came, Sant aeade $5 40 
> ream, cheaper 
Geodelts ,Gasetegn, 10% 
eeccceccece -. 6 60 
adndele 5 Saratoga, Sin. he 
coommageeapeeeoesse 6 60 


Adze Bye Ore...... 33 % 
Drifting and Poll Picks. : Jo 
—— Raliread asnceesll % 
Surf: 22% % 


@ees see eeeeee 


Ca’ ters’, cnet teel, 
n 8 
No... a 12 
Each $0 “3 $0 52 $0 61 $0 71 
Blacksmiths’, No. 10.......$0 
MReMeES ccccccccces List plus 10% 


Clothes. 
Common, per box of 6 gro. $0 95 
Pick 


et. 
Fluted, 15-in .. 


--per dos. $3 10 
Fluted, 21-in 1 60 


BGS ccccccccces = 1 90 
PIPE. 
Plain Round and Round Corru- 
ated. 
29 Gauge ....ceee- 2000 T0k5% 
28 - secenensendan 
26 vie cccoccocecece cee 
24 4 senececcecooce tee ee 
“Interlock” Galvanized. 
Crated and . nested ion 
gauges) 60-20% 
Crated and ‘not “nested ‘all 
gauges) 7eeceeeeeces 60-15 
9 eee Sota orrugated A and 3 an 
29 Geane eecccccesoees ett 
28 ~~ “gemees coccccccGe 
26 ° seen ae 
24 = 6 oF endee coocccecOe 
“Interlock.” ‘ 
Crated pas nested (on 
Bauges) ..-++--- oeese 2 60-20% 
Prices for. Gaivanized Toncan 


Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 


Stove. Per 100 joints 
26 gauge, 6 inch E. C. 

MOBO cccccccccccccccces 15 40 
26 gauge, 6 inch E. C 
MEBEM .ncccccscccccccces 16 50 
26 gauge, 7 inch E. C 
BOGE co vcccecccccesccess 18 70 
28 gauge, & inch E. C. 
BOSSE cocccesccccccecece 13 20 
28 gauge, 6 inch E. C. 
BOGNSE ecccsccoccecggvecce 14 30 
28 gauge, 7 inch E. C. 
MONGGE cccccccceccesecces 16 50 
30 gauge, 6 inch E. C. 
—— seco gouponcetstogs 11 00 

gauge, ne I 

ed . —~andsnennetes 12 10 
= gauge, inch E. C. 

ME sescnceceseteecess 14 30 
T_Joint Made up. 

GOBER cocccccceocese per 100 38 50 
“a Wall Pipe and me. 
Single Wall Pipe, Round 

Pipe Fittings ........... 
Galvanized and ae Iron 
Pipe, Shoes, etc......... 40% 

Milcor, ealvesien <ceendewes Net 

Stanley sree Prana Re eegeidew Net 

V. &@ B Mae Crcccecces each $0 61 

No. GaB. cece 55 
we Double Duty 106 0 50 
ag Nut Mm Bocccsec 60 


os 
Bik wrest). In. 6 7 8 
anend $1070 2000 23 36 
aunt "Hens le Cau '. 
Berg’s ( ‘ eh) In. 6 
Bik. Pol. . doz. $12 Ss 15 20 
Flat and ind Nose. 
a i \ pene 
Fiat, I « & 
Bik. Pol. Face, 
PEED .$890 1836 19 66 
Berg’s Bwedish 
Round, In. 4 6 8 
Bik. Pol. Face 
Dos. .....$1116 163060 2236 
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sounys, GLAZIERS. 
No. 1, 2 and 3.......per dos. Tic 


POINTERS, SPOKE. 
Stearns’ No, 1 ... -Per dos. $10 00 
No. 3 .... - 12 00 


POKERS, 8TO 
Wr't Steel, str’t or bent, 
sees per dos. $0 75 
Nickel Plated, coil ‘hant's - ee 
PR 


ESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co, 25% 


PRUNERBS. 
Disston’s Pole ....per dos. a 


Water’s Improved, per doz. 
Nail 

Giant seeeeeees DOF dos, $14 50 

Never-Slip cocce 7 00 

PULLEYS. 

Awning—Jap’ad .....226-44+-10% 
Clothes Lime ...........--+-10% 
Hay Fork. 

Iron Wheel, 6-in..per doz. $2 50 

Wood Wheel, 6-in. “ 3 65 

Wood Wheel, 6-in., 

pass WE ccccce ” 3 00 

Sash. 

Common 


Bteel 





Spray. 
Midget caper. » -per dos. $3 76 
New Misty ...... 6 00 
Gam eeeccoce es 6 60 
PUNCHES. 
Conductors. 


No. 22 .....+..-.per dos. §3 00 
Machine ...........per Ib. 26 
Saddlers’. 

Common..per doz, $1 50 to $5 00 
Revolving Spring. 

Stearns, No. 10..per dos. $ 8 00 

No. =: 16 00 


g No. vad 19 00 
Parker Metal } a 
Ox seoeees-C@ch $7 00 
Whitney's Ball Bea: ng. 
eoccedves ices on appiication 
PARERBS. 

Apple. 

Goodell’s ...... -per dos. sie 80 

Turntable ...... 1 40 

White Mountain > ¥ 40 

Reading No 178 ” 11 40 
PUTTY. 

Commercial Putty, 100-Ib. 

BS cecccccese eeeveecoses $4 7 
RAKES. 

Garden Per doz. 
Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 9 26 
Malleable Iron, 12-in. “ 4 76 
Malleable Iron, 14-in. “ 5 00 

Hay. 

Wood, 10 Teeth.......... $4 00 

Lawn. 

Se WE cccccend per dos. 6 50 
RAZORS—SAFETY. 
CO: cccdvceens per dos. $45 00 
Auto Strop ...... ras 45 00 

an - stsenenenes 7 8 40 

Gem (3 doz. lots)... - 8 00 

Ever Ready ...... - 8 40 

Ever Ready (3 dz. lots) “ 8 00 

RAZORS—STRAIGHT. 
RAZOR STROPS. 

Star (HeMIMG) cocccccccccces 50% 
FLOOR SuotsTEns AND 
Ce DOOR sacsaansaseseeoes< 15% 
Steel and Semi-Steel..... 222 +30% 
MORNE _90000640000099669% 0% 
Adjestabie Ceiling Ventilators 30% 
Register Faces—Cast and Steel 

Japanned, Bronzed and Plated, 

4m6 CO 86426..ccccocccesce 30% 

Large Register Faces—Cast, 

BEMES- GO GOMER. cccccccces 50% 
Large Register Faces—Steel, 
14x14 to 38x42........... 60% 
RIDGE EOLL. 

Galvanized. 

GONE ccccccccccovescons 0-25 
 e6eeeesteccoseess 70. 25- oa 

MUICOP cccccccccscccccececese 

Plain, crated ...... eccccsces 75% 

Plain, bundled ......... 75-2%% 

RINGS AND RINGERS. 
seececeeesd 2%-in. 3-in. 
POP GOB. cccccece 240 $2 65 
Rea’s Improved Seif- 
Piercing copper, 
ogs o8eeecece doz. 3 40 
Steel. per dozs......166@ 1 80 

Fruit Jar. 

WEED scccesacscoess perilb. 80 
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Copper Belt .....50 Di 
Coppered Iron pepe ees 
Tinnerg® Ke ey 


2 Ib. 
Blotted Clinch per an. 60 o1 # 


eye Le Pen 
os. an 

60 im box............d0z%, Tbe 
Nos. 1 and 2 assorted sizes. 

1@ im box...........dom 1 49 


ROPE. 
Cotton. 
%. 6-16 in, Com. on reels, 
per 1 * Goan, in’ coll Bee 
%, S, 4% in. Com., in coils, 


Sisal. 
po B quate, base igo te is 18%e 


eeeeeeereeeees 


=e. 
i Saality standard 
mds ........17%6 to 18 
Ne a cocccceceekSCG to 16 
Hardware Grade, per Ib. 12 


Pure Maniia. 
ist Quality, Base, oes 3 
michware’ Grade, per ib nite 


SAWS. 
Butchers’. 


Atkins No. 2, 14-in......$11 69 
” No. 2, 18-in...... 18 06 
yes No. 7, 16-in.. 

o No, 2, 

“ No. 7, 

id No. 7, 


2, ete 4 9 
- ‘o, 10, 1 coe 8 2D 
pes Blades, No. . “i6-in. 
o No. 2, 10-in. 


a 
Cross-Cut. 
Atkins No. 331, 4-ft...... 2 
No. 221, 6-ft...... 4 10 
9 
1 


= No. 221, 8-ft...... 


Flooring, Hand, 
Atkins No. 46, 
No. 96, 

Hand and Rip. 
Atkins No. ss, 


16-in..... 1 
20-in..... 2 


e 22 20 
16-in..... 16 

20-in..... 20 86 
24-in..... 24 20 
28-in..... 28 6@ 
30-in..... 31 98 


complete.. 2 80 
©. 3, complete.. 3 3 


29 76 
- 84 65 
6x 38 36 


Pruning. 
Atkins No. 20, 
“a No. 10, 


12-in.... 7 70 
16-in.... 16 5@ 


Wood. 
Atkins 


“ Ne 508. ihcniniwee > 15 50 
© Fie BeRscccccccs 16 56 


SCOOPS 
Hubbard Western Pattern Riveted. 
Size _ B D 
1.. $16 75 1600 15 36 144 


6 
4.. 1786 1716 16 865 16 60 
6.. 18 65 17 86 1710 16 36 


SCRAPERS. 
Box. 
Triangular No. 6 per doz. $6 26 


Cubie ft. 3 
With runners.ea. $7 te 6 be 6 20 


SCREEN DOOR HINGES 
Cast iron 
Steel ........ eocece 


Bench. 

Iron, Ins. 1 1 1% 
82 7 945 16 8¢@ 
Wood, white maple, per doz. 6 90 


Hand—Wood ........ bonsued 50% 
Hand Rail ...... werrrirr ry. | 
ee errr niece’ 1. 80% 


Lag or Coach—all sizes, 
gimlet pointed .........50-10% 


Saw—Centennial, 
IUGR. cccccee fF 2 3 4 
Per doz......47¢ 65c Téc 9%0e 
De WM. Bright... cccccccccs 82-5% 
> Bb Sc cevccoecce 75-20-5% 
WB. Me SOME, cccccccss v0-99-3 
_ i DREB. cocccccevase 78-5% 
R. H. ~ ag eeeccees + 10-20-5% 
hast ieee 
--% .66 
Ne 10, a ‘6 ¢ Tper Bross: -76 
No. 14, a 
SCYTHES. 
Clipper, Grass....per fos. $18 +4 
Honest Dutchmen 
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SETS. STONES. 
Nall. Axe. 
Square head..... -per doz. 1 84 Hindostan .....per lb. New Nets 
Cup oeut Cecsted 1 78 ware arte tee = 
a ieeesvtenesscees 2 ES 
Tinners’ 3-4 .....-+eee+-- 0 40 Se ee per doz, New: Nets 
« COB cccccccccee © OO Oll— Mounted. " 
rkansas Har 
oN ikine No, 10....per doz. $3 80 No. 7 ......per doz. New Nets 
No. 12.... 6 20 Arkansas Soft wt 
Disston’s “Monarch oe Washita No. 717 “ “ 
No. 2....-.+--- Z OU—Unmounted. 
Disston’ s Monarch | ~— Arkansas Hard per lb. New Nets 
se eeenees rkansas So on 
Leach’s seeesecees me 80 ; “ “ 
ein... ° «2 ae” = = 
Nash's x-Cut eee - 7 20 Washita ed ee “ “ 
Stillman’s “a : 4 Scythe. 
Whiting 8 jl . ee nen per gro. New Nets 
o. 1ebbesae ** a sa 
Eccentric 9 awl ot: ~ OO erenees oe ~ 
= P. _ rill a “—— Quinne- = 
Pattern ....+..- 14 60 Red end o_o? a ae 
SHEARS. 
Per Doz. STOPS, BENCH. 
Nickel Plated, Straight, 24 $13 H+ No. 10 Morrill pat- 
a, - PHS notliumne” 
Japanned, Straight +++ 6” 11 00 SE ep diaen “ 10 00 
ms re cooks 3 b+ No. 15 Smith pattern “ 7 00 
SHEAVES, SLIDING DOOR. " STOPPERS, yo pend 
Common. ommon ..........per doz. 
Inches ....- 6 Gem, flat, No. 3... 1 00 
Per set sadeeenll dik sca Quan... -« 1 10 
Per set $180 210 2 75 26 eum STRETCHERS. 
SHINGLES. ard’s 
Per Square = Excelsior "<< ..00.2°" 4°™ *§ 38 
Zinc mee papi 6 60 Malleable iron... “ 70 
ES. erfection ....... ” € 30 
Milcor IMG cccccccccccs s 4 60 
Galv. Std. gauge, rie Pn Wire. 
corg. roun at crimp.. wood 
26 gauge round flat crimp. .45% 3 & Bivcct: ye. 3 2 per Gon. Hehe 
on gauge youns pat crimp. .15% 
uare rrugated. 
Standard gauge ......... -.50% SWIVELS. 
26 gauge ...........+..0-.85%  Malleable Iron ..... per ib. $0 10 
ee ere .suy Wrought Steel ....per gro. 4 60 
SHOVELS AND SPADES, TACKS. 
Hubbard’s = Poses oo. 25-Ib. regen 
A B Cc D lb eee eee eeesesee . c 
1 $16 00 16 10 14 45 18 70 Upholsterers 6-o2., - Ib, 
2 168 16 60 14865 14 10 boxes, per Ib..... ecccccceces 16%e 
3 1676 1600 1625 14 465 
4 1710 16 86 16 60 14 86 TAPES, MEASURING 
Cogs Dentes & Ditching. Asses’ Skin ............List&40% 
ubbard’s 
Sise “ THERMOMETERS. 
Be” ccocce 39 40 1666 Tin Case.. Cad doz. Sent 3 38 
Be” coccece 50 1675 1600 Wood Back.. “* $2 00& 12 06 
18” ..ccose 17 86 10 16 86 Glass ...... ee 12 0¢ 
20” ....+. 18 20 17 46 16 70 
22” ...... 18 66 17 80 17 06 TIES. 
Alaska Steel. 
D-Handle ...,......per dos. $3 3 se Single retard carload wate 
Long Handle ...... e Single i Loop, y Ta POLE mints 
Roller. cobenteseces 
Ball Bearing—Boys’ .....$1 50 
Ball Bearing—Girlf 27.051 60 oo —* nds 
SNAPS, HARNESS. | » By A i, ett arr 
Covered Spring ........Add 30% vie es atthe i 
fudd’s P 4a 33 i 4 te list Oneida Jump No. aka 2 20 
udd's Pattern A a * od Newhouse No. 1.......... 4 88 


tent Loop, Bush.. 
Patent Loop, Grass. 


SNIPS, SHER. 
Leaf BRL stt: 


Uilcor WE RRL te NC RRC 


SPRINGS, DOOR. 
Cyptoct. 
Nos.. Ss ££ 4.64.8 8 
Per dos. 45¢ 50c 55c 65c 80c 90c 
Reliance. 


SNATHS. 
uble Ring Bush..per doz. ‘3 xs 






Clover 
National .. 
Star 


t Medium Heavy 
Per doz.. ne fo 2 40 3 75 
Torrey’s .........-per doz. 1 66 
SPRINKLERS, LAWN. 
Stearn’s No. 1....per doz. $11 60 


(Add for bivine. $8.00 per doz. inet) 
or uing, r doz. ne 


Try 
and Miter..........- * 
ccccccvce oF doz. $6 00 


x's .. 
Winterbottom’s ..........+ 10% 
STAPLES. 
Blind. 


Barbed seeeeeeee DOF Jb. 21 
Sutter, Tub .. 16 


Fence— 
Polished .....per 100, Ibs. $s Ms 
Galvanized 


wonlvanized -++-per 100 Ibs. 6 54 
Wrought Segtes, H and 
Hooks 


S80 
19c 


Staples, and 

Staples, . Hooks and 

Staples cocccceces se SORIRD 
Extra heavy ...... coccces cee 


Mouse and Rat. List per gross. 
Sure Catch Mouse Traps.$ 3 70 


Vim Mouse Traps........ 8 70 
Short Stop Mouse Traps. 8 20 
ba — <a er peouse 
Lig 8. MEEBcsccccocce 17 00 
Sure tch Rat Traps.. 16 00 
Vim Rat Traps......... - 16 00 
Short Stop Rat Trap.... 15 00 
Dead Easy Rat Traps.... 17 00 
Star Rat wong. - eee 60 00 
Terie ...cccce 696900006 54 00 
Packed in One Bushel Band Stave 
Baskets. 


List per bushel. 
Sure eS. jpoun Traps 


Short Stop “Neouse Traps 
(360 Traps) .......... 8 00 


ms — "Rat Traps (64 


6 60 


dunia Mouse and Rat Traps. 
List per bushel 
Sure Se] 


(216 Mouse 
Traps and 26 Rat Traps)$8 60 
Short Peetop (216 Mouse 
Traps and 26 Rat Traps) 7 50 


TROWELS. 
Cement. 
Atkina No. 6..........-. 19 50 
> Soccsccccceene OOO 
Diaston’s ....0..5005- oss. - 80% 
TUBS, WASH. 
Opndasd, Wood, =. 


8 2 1 
te doz. $960 1126 1275 7 fo 
Geivantned. 


° —_. = ? g 
Por doz. °::18 76 15 95 18 60 
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The dash (—) indicates that the adver- 
tisement does not appear in this issue. 


BER Te. Cie scccceecocese 46 
American Brass 
American Chain Co.........+... 
American Furnace Co......... 
American Rolling Mill 
American Steel & Wire 
American Stove 
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Ashton Mfg. Co..... 
ee Gon occcccccedes 
Bernz Co., 
Bertsch 
Black Silk Stove Polish Co... 
Bradley Polytechnic Institute. 
Bullard & Gormley Co..... 

Burgess Soldering Furnac e Co. 
Burton Co., W. 
Case BROPE . Chin cccccosecscse 
Chicago Solder Co... 
2 FY EB SY See 


Co.... 


a 


o 
4 4 

fo) 
eee 
Zane 


oe 
cou 


got 
oF 


>! 
| o 











Clark-Smith Hardware Co..... 47 
Clayton & Lambert Mfg. Co... 47 
Cleveland & Buffalo Transit Co, 51 
Cleveland Castings Pattern Co. 8 
— CG ra Te 51 
Copper and Brass Research 

BERRGSIIEOR cdoctenncestcere a 
Copper Clad Malleable Range 
Cornish & Cé., J. B.......0.. 50 
Cortright Metal Roofing Co 45 
Curfman. Mie. Co.. F. Man... 42 
Dieckmann Co., Ferdinand. — 
Diener Mfg. ea. Gee. Winccccs 47 
Double Blast Mfg. Co......... 47 
Dreis & Krump Mfg. Co...... 46 
Dunning Heating Supply Co 
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TWINE. 


White Cotton, 
Eureka, 4-ply........ per ib. 3@c 


Jute. 
3-ply and 6-ply Bale Lots.22%c 


VALLEY. 

Formed Valley Galvanised 
Steel 6 
Milcor ecccece 
Galv., formed or roll......... 60% 


VISES. 


No. 700, Hand, 
Inches ..... 


n. 
evee-- $11 15 13 00 
Genuine Wentworth, 

Noiseless Saw....per doz. 
No. 2, Genuine Wentworth, 
Saw....per doz. 
, Wentworth, 

Per doz. 
No. 600, All Steel ‘Folding 

BP cecdsesceseces Per doz. 


WASHERS. 
wieacht O. G. cast tron, per 


per $ 
In ens % 6 be) 4, 
16c lé4ec 4 lle 10¢ 
5s % 1 
$%ec 9c 8e 8c 
WEDGES. 
Ax. per doz. Nets 
Ge cccccccccypecs -per Ib. Nets 
GR ccccccee esenecee --perib. 8% 
, WEIGHTS. 


-per Ib. Nets 


eee etree eee 


tching 
SS 0. b. Chicago. 


Ton lots, per ton........$86 00 
Smaller lots, ver ton..... 37 60 
WHEEL BARROW: 
Common Wood SHEP 00000 | 00 
Siees TOW cccccesccocesces 60 
Angle leg, garden.......... H i) 


WHEELS 
Gaebevensems cenesaneenented 60% 
Emery eeeeoeese eeeees ++-60 
Well, Si ccscce. O 1 

i is cecece ,0 be 726 8 6 
12-in. heavy hoisting, 
DOF GOB. .nccscccesssss $25 ee 
WIRE. 
Plain annealed wire, No. 8 
per 100 ibe.. .$3 20 
Ga! anised barb ‘wire, per “106 420 
Wire cloth "black | painted, 
12-mesh, per 100 aq. ft. 1 9e 
Cattle Wire—galvanized 
catch weight spool, per 
200 FOB coccccdsccescoces 410 
Galvanized Hog wire, 80 rod 
spool, per spool.........-. 3 68 
Galvanized plain wire, No, 8, 
DOF 100 IDS... ccescescees 3 7e 
WooD FACES. 
50% off list. 
WRENCHES. 
Coes Steel Handle, 6-in..... 60% 
” " a 8-in.....60 
” pi - 10-in..... + 
° as os 12-in.....6 
Coes Knife-Handle, 6-in.....60% 
se ys ™ Sye-+-odee 
= pte - 10-in.....60 


ot) oo Li 
Coes All Patterns... 
Knife Handle Pattern. 

- Screw Wrench, List 


No. 60, Steel sins BE 


WRINGERS. 

No. 790, Guarentee, per doz. $49 66 
No. 770, Bicycle... yes 47 00 
No. 670, Domestic. “ 43 60 
No. 110, Brighton... ss 39 08 
No, 760, Guarantee. 61 +4 
No, 740, Bicycle.. - 48 

No, 22, Pioneer... wis 35 50 
No. 2, Superb.... “a 26 60 
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CLASSIFIED INDEX 


Ball Ties. 


American Steel & Wire Co., 
Chicago, Ill. 


Bearings—Damper. 


Parker Supply Co., 
New York, N. Y. 


Bolts—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brakes—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, IIl. 


Maplewood Machinery Co., 
Chicago, Ill. 


Brass and Copper. 


American Brass Co., 
Waterbury, Conn. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Copper & Brass Research Ass’n., 
New York, N. Y. 


Hardware. 
Chicago, Ill. 


Builders’ 
Bullard & Gormley, 


Cans—Garbage. 


Osborn Co., The J. M. & L. A., 
Sitetalt Ohio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—Metal. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, IIl. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Chain—Furnace. 


American Chain Co., 


Bridgeport, Conn. 


Chain—Sash. 


Parker Supply Co., 
New York, N. Y. 


; Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Chisels. 


ieee & Bushnell Mfg. Co., 
Chicago, IIl. 


Clips—Damper, 
Carr Supplv Co., Chicago, IIl. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 
Majestic Co., Huntington, Ind. 
Sykes Co., The, Chicago, IIl. 


Coasters. 
Auto-Wheel Coaster Co., 


No, Tonawanda, N. z. 


Cores—Auto Radiator. 


Curfman Mfg. Co., F. L 


Maryville, Mo. 


G. & O. Mfg. Gor» 
New Haven, Conn. 


Zarco Mfg. Co., New York, N. Y. 


Cornices, 
Burton Co., W. J. Detroit, Mich. 


Friedley-Voshardt Co., 
Chicage, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 


Milwaukee Corrugating Co., 
Milwaukee, 


Sullivan-Geiger Co., 
Indianapolis, 
Dry Paste. 
Carr Supply Co., Chicago, IIl. 


Eaves Trough. 
Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co 


Wis. 
Ind. 


Philadelphia, Pa. 
Burton Co., The W. J. 
Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Lupton’s Sons Co., David 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


New Jersey Zine Co., The, 
New York, N. Y. 


Elbows and Shoes—Conductor. 
American eee * el Co. 
iddletown, Ohio 
Dieckmann Co., = se —cny 
Cincinnati, 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co. 
Milwaukee, Wis. 


Ohio 


Elevators—Hand and Power. 


Kimball Bros. Co., 


Council Bluffs, Iowa 


Enamel—Iron. 


Black Silk Stove Polish Works, 
Sterling, Il. 


Enamel Ware. 


Lalance & Grosjean Mfg. Co. 
Chicago, Til. 


Enamels—Wood. 
Cornish & Co., J. B., Chicago, Ill. 
Federal Varnish Co., Chicago, Il. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, Ill. 


Fenders. 


Meyers Mfg. Co., Fred J., 
e Hamilton, Ohio 


Files. 


Heller Bros. Co., Newark, N. J. 


Furnace ~~ 


Walworth Run Fdy. 
ovehes. Ohio 


Garages—Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Thomas & Armstrong Co., The, 
London, Ohio 


Guards—Fire. 


Meyers Mfg. Co., Fred J. 
Hamilton, Ohio 


Hammers. 


Vaughan & Bushnell Mfg. Co. 
Chicago, Ill. 


Handles—Boiler. 


Berger Bros. Co., 
» Philadelphia, 


Handles—File. 


Parker Supply Co. 
— New York, N. Y. 


Hangers—Eaves Trough. 


Milwaukee Corrugating Co., 
Milwaukee, 


Wis. 
Heaters—Combination Hot Water. 
Melbye Bros. Co., Chicago, Ill. 


Heaters—School Room. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Air. 


American Furnace Co., 
St. Louis, Mo. 


Carr Supply Co., Chicago, Ill. 


Dunning Heating Supply Co. 
Mil waukee, 


Farquhar Furnace Co., The, 
ilmington, 


Forest City Fdy. & Mf, 
Rk By ‘Ohio 


Elyria, Ohio 


Wis. 
Ohio 


Fox Furnace Co., 


Hall-Neal Furnace Co. 
Indianapolis, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Henry Furnace & Fdy. Co. 
Cleveland, Ohio 


Hess-Snyder Co., Massillon, Ohio 
Independent Stove Co., 

Owosso, Mich, 

Ind. 


Kruse Co., Indianapolis, 
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Heaters—Warm Air—Continued. 


Lamneck Co., W. E., 
Columbus, 


Lennox Furnace Co. 
Marshalltown, Iowa 


Majestic Co., Huntington, Ind. 


Manny Heating Supply Co., 
Chicago, Til. 


Meyer Furnace Co., Peoria, Ill. 


Michigan Stove Co., The 
Detroit, Mich. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Mt. Vernon Furnace & Mfg. Co., 
Mt. Verna, Til. 
Premier Warm Air Heater Co., 
Dowagiac, Mich. 
Scheible-Moncrief Heater Co., 
Cleveland, Ohio 
Schwab & Sons oe, = J., 
Milwaukee, 
Standard Fdy. & Mfg. Co., 
Kansas City, Mo. 
Standard Furnace & Supply Coe., 
Omaha, Neb. 
St. Louis Heating Co., 
St. Louis, Me. 
Utica, N. Y. 


Ohio 


Wis. 


Utica Heater Co., 


Waterloo Register Co., 
Waterloo, Iowa 


Horse Shoes. 


American Steel & Wire Co., 
Chicago, Ill. 


Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, Ill. 


Clark-Smith Hardware Co., 
Peoria, Ill. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co. 
Chicago, "Til. 


Ladders. 
Walchli Mfg. Co., St. Louis, Mo. 
Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, 


Wis. 
Machines—Crimping. 


Bertsch & Co., 
Cambridge City, Ind. 


Maehinery—Culvert. 


Bertsch & Co. 
Cambridge City, Ind. 


Machines—Razor Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe. 
Hemp & Co., St. Louis, 


Machines—Tinsmiths’. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co. 
Chicago, Ill. 


Ewert & Kutscheid Mfg. Co., 
Chicago, IIl. 


Hemp & Co., St. i Mo. 


Maplewood Machinery 
Ghiton. Ill. 


Mo. 


Marshalltown Mfg. Co. 
“ee 

Whitney Mfg. Co., W. A., 

Rockford, Ill. 


Whitney Metal Tool Co., 
Rockford, IIl. 


Iowa 


Malling Lists. 
Ross-Gould, St. Louis, Mo. 
Metals—Perforated. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Miters. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Miters—Eaves Trough. 


Milwaukee Corrugating Co. 
Milwaukee, 


Wis. 
Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Nailse—Wire. 
American Steel & Wire Co. 
Chicago, Til. 


November 4, 1922, 


Ornaments—Sh: 
Friedley-Voshardt ron anaes. 
Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Milwaukee Corruqatine Co., 
Milwaukee, Wis. 


Patterns—Furnace & Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohio 


Quincy Pattern Co., Quincy, Ill, 


Shaw & Son Co., The Geo, E., 
Cleveland, Ohio 


Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—Furnace. 
Carr Supply Co., Chicago, III. 


Dunning Heating & Supply Co., 
Milwaukee, Wis. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Lamneck Co., W. 


| rr Ohio 


Manny Heating Supply Co., 
Chicago, Ill. 


Meyer & Bro. Co., F., ag gy Ill. 


Osborn Co., The J. M. & L. 
Cleveland, Shio 


Standard Furnace & uerly oo, 
e 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Mo. 
Meyer & Bro. Co., F., Peoria, Ill. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Pipe—Conductor. 


Berger Bros. Co., 
Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 

Clark-Smith Hdw. Co., Peoria, IIl. 

Dieckmann Co., Ferdinand, 
Cincinnati, 


Friedley- Voshardt Co., 
Chicago, Ill. 


Ohio 


Hussey & Co., C. G., 
—— Pa. 


Lupton’s Sons Co., Da 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, 


New Jersey Zinc Co., The, 
New York, N. Y. 


Wis. 


Polish—Metal & Stove. 


Black Silk Stove Polish Works, 
Sterling, Ill. 


Posts—Steel Fence. 


American Steel & Wire Co., 
Chicago, Ill. 


Punches. 


Bertsch & Co. 
Gonbetaee | City, Ind. 


Whitney Mfg. Co., W. 
Rockford, Til. 


Whitney Metal Tool Co., 
f Reckford, Nl. 


Punches—Combination Bench and 
Hand. 


Parker Supply Co., 
—_ New York, N. Y. 


Whitney Metal Tool Co., 
Rockford, IIl. 


Punches—Hand. 
Parker Supply Co., 
ote New York, N. Y. 


Whitney Metal Tool Co. 
Rockford, Ill. 


Quadrants—D. 
Parker Supply Co., 
- New York, N. Y. 





Ranges—Combination Gas & Coal. 
American Stove Co., St. Louis, Mo. 
Hoosier Stove Co., Marion, Ind. 
Independent Stove $e. 
wosso, Mich. 
Malleable Iron met. Co., 
Beaver Dam, 


Quick Meal Stove Co., 
St. Louis, Mo. 


Wis. 


Ranges—Gas. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, IIl. 
Dangler Stove Co., Cleveland, O. 
Hoosier Stove Co., Marion, Ind. 


Quick Meal Stove Co., 
St. Louis, Me. 
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Rasps. 
Newark, N. J. 


Heller Bros., 


Register Shields. 


x Furnace Co. 
Hall-Neal Indianapolis, Ind. 


Registers—Warm Air. 
Carr Supply Co., Chicago, Ill. 


i Heatin Sepely Co. 
Saameas a ilwaukee, Wis. 


& Cooley Co. 
ms Y Nev w Britain, Conn. 


Furnace & Fdy. Co., 
ay Cleveland, Ohio 


Majestic Co., Huntington, Ind. 


Manny Ueating Supply Co., 
Chicago, Ill. 


Rock Island Register Co., 
Rock Island, Il. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co. 
Chicago, Ill. 


Walworth Run Fdy. Co. 
Cleveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Regulators—Damper. 


Parker Supply Co., 
New York, N. Y. 


Repair Parts—Auto Radiator. 
Curfman Mfg. Co., F. L., 
Maryville, Mo. 


G. & O. Mfg. &.. 
New Haven, Conn. 


Repairs—Stove & Furnace. 
Hessler Co., H. E., Syracuse, N. Y. 


Ridging. 
American Rolling Mill Co., 
Middletown, 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Ohio 


Rivets—Stove. 


Kirk-Latty Mfg. Co 


Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Til. 


Rod Clips—Damper. 
Parker Supply Co., 
New York, N. Y. 


Reds—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co. 
Cambridge City, Ind. 


Roof—Flashing. 
Hessler Co., H. E., Syracuse, N. Y. 


Milwaukee Corrugating Co., 
Mil waukee, Wis. 


Roofing—Iron and Steel. 


American Rolling Mill Co., 
Middletown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co. 
Phi ladelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, IIl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 


Chicago, Ill. 
Chicago, Ill. 


Inland Steel Co., 
Sykes Co., The 


Roofing—Zinc. 


Illinois Zine Co., 
New York, N. Y. 


New Jersey Zinc Co., The, 
New York, N. Y. 


Rubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn. 
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Schools—Sheet Metal Trades. 


Zideck School of Sheet Metal 
Trades, 


Schools—Sheet Metal Pattern 
Drafting. 


St. Louis Technical Institute, 
St. Louis, Mo. 


Zideck Auto Radiator School, 
New York, N. Y. 


Schools—Automobile Radiator 
Repairing. 


Zideck Auto Radiator School, 
New York, 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Screws—Sheet Metal. 


Parker Supply Co., 
New York, N. Y. 


Shears—Hand and Power. 


Ewert & Kutscheid Mfg. Co. 
Chicago, Til. 


Marshalltown pete. Co. 
Marshalltown, Iowa 


Viking Shear Co., Erie, Pa. 


Sheets—Asbestos. 


Manny Heating Supply Co., 
Chicago, Ill. 


Sheets—Black and Galvanized. 


American Rolling Mill Co., 
Middletown, Ohio 


Inland Steel Co., Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, bay 


Osborn Co., The J. M. & L. 
Cleveland, Sihio 


Sykes Co., The, Chicago, IIL 


Sheets—Iron. 


American Rolling Mill Co., 
Middletown, Ohio 


Shingles—Zinc. 


Illinois Zine Co., 
New York, N. Y. 


Sifters—Ash. 


Diener Mfg. Co., G. W., 
Chicago, IIl. 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Burton Co., W. J., Detroit, 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chicago, Il. 


Mich. 


Sykes Co., The, 


Smoke Pipe—Cast Iron. 


Manny Heating Supply Co., 
Chicago, Til. 


Waterloo Register Co., 
Waterloo, Iowa 


Solder. 
Chicago Solder Co., Chicago, Il. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Soldering Furnaces. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
— Mich. 


Diener Mfg. Co., G. W., 
Chicago, Ill. 

Double Blast Mts. Co., 
North Chicago, Til. 

Hones, te aes Chas. A.., 
aldwin, Long Island, N. Y. 

Quick ne Stove Co., 
St. Louis, Mo. 

Turnef Brass Works, 
Syeamore, IIl. 
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Specialties—Hardware. 


Bullard & Gormley, — Til. 


Diener Mfg. Co., G. 


VGhicago, Til. 
Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y. 


Heller Bros. Co., 


Lovell Mfg. Co., Erie, Pa. 


Parker Supply Ce 
- New York, N. Y. 


Vaughan & Bushnell Mfg. Co., 
Chicago, IIl. 


Walchli Mfg. Co., St. Louis, Mo. 


Sporting Goods. 
Bullard & Gormley, Chicago, Ill. 


Stains—Oil and Acid. 
Federal Varnish Co., Chicago, Ill. 


Stars—Hand Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 
Friedley-Voshardt Co., 
Chicago, Iil. 


Gerock Bros. Mfg. Co. 
St. * Louis, Mo. 


Stoves—Camp. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gasoline and Kerosene. 


American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, IIl. 
Dangler Stove Co., Cleveland, O. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges. 
American Stove Co., St. Louis, Mo. 
Copper Clad Malleable Range Co., 

St. Louis, Mo. 

Hoosier Stove Co., a Ind. 
Gohman Bros., & Ka 

New 7 al Ind. 


Independent Stove Co., 
Owosso, 
Jungers Stove & Range Co., 
Grafton, Wis. 
Malleable Iron Range Co., 
Beaver Dam, Wis. 
Michigan Stove Co., The, 
Detroit, Mich. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Mich. 


Stove Pipe Reducer. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel & Wire Co., 
Chicago, Ill. 


Tiles and Shingles—Metal. 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Rosine Co., 
Phi ladelphia, Pa. 


Illinois Zinc Co., New York, N. Y. 


Milwaukee Corrugating Co. 
Milwaukee, — 


Thomas & Armstrong Co., Th 
London, Ohio 


Tinplate. 
Milwaukee Corrugating Co., 
Milwaukee, a 


Osborn Co., The J. M. & L 
Cleveland, tito 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, IIl. 


Tools—Auto _—— 


Curfman Mfg. Co., F. 
Sac tveee, Mo. 


Tools—Carpenter. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Tools—Tinsmith’s, 
Bertsch & Co. 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, TIL 


Ewert & Kutscheid Mfg. Co., 
Chicago, Til. 


Maplewood Machinery Co., 
Chicago, Ill. 


Marshalltown Mfg. Co., 
wercnasiows. Iowa 


Osborn Co., The J. M. 
Cleveland, Sito 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 
Viking Shear Co., ——" Pa. 


Whitney Mfg. Co., W. 
Rockford, Til, 


Whitney Metal Tool Co., 
Rockford, IIl. 


Torches. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Det 


Co - 
etroit, Mich. 


Diener Mfg. Co., G. W., 
Chicago, Il. 


Double Blast Mfg. Co., 
a, Chicago, Ill. 


Hones, Inc., Chas. 
Baldwin, Long ~ N. Y. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Turner Brass Works, 
Sycamore, IIl. 


Transit Companies. 


Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 


Varnishes 
Cornish & Co., J. B., Chicago, Ill. 


Federal Varnish Co., Chicago, III. 
Ventilators. 
Arex Company, Chicago, Ill, 


Berger Bros. Co., Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling. 


t Cooley Co. 
sent N ew Britain, Conn. 


naa & Fdy. Co., 
meena Cleveland, Ohio 


iley Mfg. Co. 
Tuttle & Bailey g. New York 


Water Heaters—Oil Burning. 
Dangler Stove Co., Cleveland, oO. 


Wire. 


i Steel & Wire Co., 
American Chicago, Il. 


Wrenches. 


Coes Wrench Co., 
Worcester, Mass. 


Wringers—Clethes. 
Lovell Mfg. Co., Brie, Pa. 


Illinois Zine Co., 
New York, N. Y. 


N Jersey Zinc ee The, 
ae of ew York, N. Y. 


Zinc—Slab. 


Hilinois Zine Co., 
: New York, N. Y. 
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WANTS AND SALES 


For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part= 
ners, or tu exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 

















htning Rods—Sell our famous Cop- 
ex. ble and Section Rods—endorsed and 
beled by Underwriter’s Laboratories. 
Speciai Patented One Piece Air Terminals 
—and many other exclusive features with 
Rock Bottom Prices. Don’t do all the 
hard work and let your competitor put on 
the rods. Write today for agency. 
DIDDIE CoO., Marshfield, Wis. 


For Sale—Good clean stock of hardware 
with tinshop in connection in a Wisconsin 
town, county seat and good summer re- 
sort. Stock and fixtures will invoice $6,- 
000. Will sell or rent building. Fine loca- 
tion for tinner with a little money to in- 
vest. Only cash deal considered. Ad- 
dress Be84, care of AMERICAN 
ARTISAN. 620 South Michigan Avenue, 
Chicago, MJllinois. ufn 








For Sale—Patent for pipeless hot air 
furnace, patent just allowed. W. L. 
Mersfelder, 219 Butler Street, Cincinnati, 
Ohio. 17-3t 


For Sale—One 250 Hero furnace with 
casing; wsed one season; perfect order. 
Address -B-82, care of AMERICAN 
ARTISAN. 620 South Michigan Avenue, 
Chicago, Minois. 14-3t 


For Sale—General hardware stock. in- 
voicing $5,000 to $6.000; residence $10.000; 
in Western Nebraska; county seat town. 
Business has always shown a good profit 
and will this year. Reply A-93, care 
of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 











For Sale—Tin shop in town of about 
1,300 population. Equipped for radiator 
and sheet metal work,,also lightning rods. 
Light Ford truck. Will invoice for about 
$1.200. Selling on account of poor health. 
Address Kemp and. Jordan, St. Paris, 
Ohio. 17-3t 


Wanted—To buy. Tin shop in town of 
5,000 to 10.000 within 100 miles of Chi- 
cago. Will pay cash. Give full particu- 
lars as to price. location, possibilities for 
increasing business and reasons for sell- 
ing. Address A-99, care of AMERICAN 
ARTISAN. 620 South Michigan Avenue. 
Chicago, Illinois. 19-3t 

Wanted—Partner. Would like to cor- 
respond with an ambitious young man 
with experience in the sheet metal trade. 
I have a well established business. A 
good opportunity for an honest and will- 
ing to work young man in one of the best 
little cities of the state. Address Shaw- 
ano Sheet Metal Works, Shawano, Wis- 
consin. 17-3t 








BUSINESS CHANCES 


Wanted—To hear from owner of hard- 
ware store for sale. State cash price, full 
particulars. D. F. Bush, Minneapolis 

innesota. 19-1t 











Business Chances—Sheet metal worker, 
hustler, would consider partnership with 
honest party in going concern, where 
there is plenty of work to be had. Will 
invest State full particulars in first let- 
ter. Address A-98, care of AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 19-3t 








November 4, 1922. 


RECORD 
HELP WANTED 


Wanted—Tinner. First class all around 
man. . Steady work. Married man pre- 
ferred. Population 8000. Address -88 
care of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 16-3¢ 











Wanted—A good all around man that 
can do his part and stand by the work. 
Will consider a good partner. This is a 
good town. ‘Please give full particulars 
in first letter. O. L. Doward, Mt. Morris, 
Illinois. 19-3t 








For Sale—One of the best equipped 
radiator repair shops in the country, in a 
town of 14,000 population. Only fully 
equipped shop in town. In Southern part 
of Iowa. Compelled to sell on account 
of ill health. Address A-97, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago. 18-3t 


For Sale—One good 2nd hand Capital 
Steam Boiler, 4550 capacity; one Holland 
Steam Boiler No. 2570, capacity 1600 
feet. These are located in Marshalltown, 
Iowa. Can ship at once. A great saving 
practically as good as new. Write for 
more information to J. Oscar Smith, 2833 
Woodland Avenue, Kansas City, oe 

18-3t 


Wanted—Partner to take interest in 
hardware, Plumbing, heating and ac- 
cessories. Small Northern Illinois city. 
Senior partner retiring account of age 
and health. A real chance for good busi- 
ness man with about $10,000. Must be the 
right kind of man. Details to responsible 
parties. Send bank references. Address 
B-75, care of AMERICAN ARTISAN, 620 
mag Michigan Avenue, Chicago, eae 
nois. -3t 











Business Chances — Established fur- 
nace and sheet metal business. Shop 
fully equipped with light sheet metal 
tocls, lathe, drill presses, etc., too nu- 
merous to mention. To handle all kinds 
of work. $10.000 progressive. profitable 
contracts. $17,000 takes combined busi- 
ness and modern home in center of De- 
troit. Michigan. Address B-65, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Il. 10-3t 


HELP WANTED 


Wanted—Tinner for common sheet 
metal work. Young man preferred. No 
boozer. Cc. M. Whitman, Henryetta. 
Okla. 18-3t 


Wanted—Some good sheet metal work- 
ers for gutter and furnace work. H. N. 
Schwery. Highland Park, Illinois. Phone 
H. P. 555. . 19-3t 

















Wanted—tTinner and furnace man. Good 
wages and hours. Forest City Metal and 
Heating Co., 1512 Fourteenth Avenue, 
Rockford, IIl. 17-3t 


Wanted—A first class plumber and tin- 
ner to go to work at once at good wages. 
Please let us hear immediately from any 
one interested. J. R. Jamison & Son, 
Shell Rock, Iowa. 19-3t 

Wanted: First Class Sheet Metal 
Worker, 87%c per hour. Steady work 
for the right man. Address B-87, care 
ARMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 15-3t 


Wanted—Hardware salesman, must be 
capable and experienced in general! hard- 
ware. Permanent position, send full par- 
ticulars in first letter. Address A-96, care 
of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 














Wanted—At once, experienced sheet 
metal salesman for territory in Wiscon- 
sin to travel with a reliable sheet metal 
manufacturing house. Must be a live wire 
and able to produce results. Address 
A-95, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Iilli- 
nois. 17-3t 





Business. Chances—Sheet metal and 
radiator shop in Kansas town of 4,500 
population, oil boom on, lots of work. our 
reason for selling is that we are running 
a combination plumbing and sheet metal 
shop and we wish to push the plumbing 
end of the me. It won’t take a great 
deal of capital. Address B-80, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 13-3t 


Wanted—At once—Good all around 
roofing and sheet metal man, between 
the age of 30 and 40 years, by a large 
concern in Western part of Ohio. Man 
who is capable of handling men and 
taking charge of work. <A _ wonderful 
chance to a man who can guarantee us 
results. Address B-90 care of AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 16-3t 


SITUATION WANTED 


Situation Wanted—By furnace man and 
tinner. Have a steady position with a 
large furnace concern but desire to make 
a change. Prefer the state of Ohio. Fred 
Williamson, 215 West Eighth Street, 
Dover, Ohio. 17-3t 











Situation Wanted—As helper with an 
up-to-date tinner. Have had two years’ 
experience. Want to complete the trade. 
Steady work desired. Am a= 6 steady 
worker. Please state particulars in first 
letter. Address Magnus C. Christensen, 
Box 373, Hemingford, Nebr. 18-3t 


Situation Wanted—By a plumber and 
heating man with 10 years’ experience 
at the game. Nothing but steady work 
considered. State wages and hours. Am 
married and have good habits. Address 
B-70, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 7 . 

1-3t 


Situation Wanted—By first class sheet 
metal worker with 20 years’ experience. 
Would like to get a job at once. Am 
also a good hardware clerk. No objec- 
tion to a small town. Please state wages. 
Address B-89 care of AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 16-3t 


Situation Wanted — After November 
15th by tinner and furnace man. Fair 
pattern cutter and warm air heating en- 
gineer. Prefer North or Central Mis- 
souri, Illinois or Iowa. State wages and 
full particulars in first letter. Address 
A-99, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago. 18-3t 














Situation Wanted—As traveling sales- 
man for the year 1923 with a reliable 
furnace company. Have had 17 years’ 
experience selling and installing furnaces 
and boilers. In reply state salary and 
commission you will pay, aiso territory 
open. Address A-98, care of AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago. 18-3t 





Situation Wanted—By salesman for 
sheet metal lines and warm air heating 
supplies and furnaces. Very well verse 
in all sheet metal and heating lines. 


Would prefer Wisconsin territory. State. 


your proposition. Can begin at once. Ad- 
dress A-94, care of AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 17-3t 


Situation Wanted—With lively hard- 
ware store as Salesman. 15 years at 
sheet metal, plumbing and hardware. 
Would assist at trade to relieve rushes 
if required. Married, strictly temperate 
and steady. Above middle age. Work 
must be steady, am reliable and honest. 
These facts well established. Address B- 
91 care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, —— 

-3t 








Situation Wanted—A first class hard- 
ware man wants a position. I know the 
business from A to Z. Can buy goods 
and manage the business in the absence 
of the proprietor. Am also a good tinner. 
Have had 25 years’ experience in both 
lines. Middle aged and not married. Will 
go anywhere in the United States. Salary 
$35 per week. Address A-97, care of 
AMERICAN ARTISAN, 620 South” Mich- 
igan Avenue, Chicago, Illinois. 19-3t 





Situation Wanted—First class. sheet 
metal worker and pattern draftsman de- 
sires position as superintendent or fore- 
man in live shop. Experienced in han- 
dling men and upkeep of machines and 
tools. Don’t waste postage unless you 
want an A-1 mechanic and are prepared 
to pay what such a man is worth. Address 
A-92, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 
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